
















































































CABLES 


Every kind of insulated conductor used in the 
complicated telephone systems of the present day 
is made by the B.l. 


Dry core air space trunk and subscribers cables 
for underground or overhead use. Switchboard and 
other cables for exchange use. Telephone cords, 
enamelled and s'lk covered wires for the winding 
of relay coils and receiver bobbins; and wires for 
the internal connections of every kind of telephone 
apparatus. 
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Line wires, insulators and ironwork for open wire 
lines, and telephone condensers are also among 
B.l. producis. 


The B.I. also undertakes complete installations of 
underground and aerial cables with provision of 
loading coils if required. 























(| BRITISH INSULATED CABLES LTD. 
CABLE MAKERS AND ELECTRICAL ENGINEERS 
PRESCOT...LANCS....ENGLAND 
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Believe me—it takes more than a bloodhound to find a 


For details on Western 
Electric cable to meet 
every telephone need, 
write to Graybar Electric 
Co., Graybar Building, 


New York—In Canada: 
Northern Electric Co., Ltd. 
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telephone engineer who wouldn’t rather have 


Western Eleciric 


LEAD COVERED CABLE 
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BUILT UPON A 
SOLID, LASTING FOUNDATION! 


The reputation and stability of 
the builder are the final guarantee 
of the product. 

1897 -- 1940 


43 years of one ownership, 


ne policy, one quality. 
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Churchill 


Porcelain Products 
KNOBS AND SCREW EYES 


Porcelain Products, Inc., makes Knobs, Tubes, 
insulated Screw Eves, etc., of the best hard, 
vitrified porcelain with dimensions that amply 
comply with all code requirements. Nail Knobs, 
too, are made of the same material as the high 
tension insulators—a far higher qrade of mate- 
rial than is ever called for in a knob specification. 
They save your linesman's time and your 
company's money. 


BOOTHS 


Churchill Telephone Booths are known through- 
out the entire industry. Soundly constructed, 
correctly desiqned and beautifully finished, they 
make an attractive and profitable unit wherever 
installed. Ventilation and light are provided for 
when desired. Churchill Booths are available for 
single or group installations with sliding, reced- 
ing, or folding doors and accessory equipment 
to meet any requirement. 


Cope 





SANITARY NECKBANDS 


Your operators deserve cool, clean, comfort- 
able COPE Sanitary Paper Neckbands, fresh 
every day, to replace their untidy, grimy cotton 
tapes. With the handy dispensing cabinet and 
quick-action SUREGRIP Clips, you can add im- 
measurably to your operators’ comfort at surpris- 
ingly low cost. Remember . . . comfortable op- 
erators are efficient operators. Ask for samples 


and prices. 
“Eucready Ain Cell” 
OPERATORS’ BATTERIES 


There are SIX REASONS WHY you should 
use "Eveready" “Air Cell’ Operators’ Trans- 
mitter Batteries: |. Long Life. 2. Sustained Volt- 
age. 3. Compact, Neat, Clean. 4. 6,000 Talking 
Hours Guaranteed. 5. Easy to handle. 6. YOU 
CAN GET THEM QUICK! These famous 


batteries are made by the makers of "Eveready," 
"Columbia," "Gray Label" Long Life dry cells. 
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Goshe “Rlue Ribbe ” 
EXTENSION LADDERS 


BLUE RIBBON Single and Extension Ladders 
have attained a degree of perfection that is sec- 
ond to none. They not only equal, they surpass the 
standards set by the American Society of Safety 
Engineers and by the U. S. Bureau of Standards. 
Many years of service prove their true value— 
not price per foot, but cost per year, makes Blue 
Ribbon ladders your most economical and saf- 
est buy. 


INSULATORS 


Hemingray Glass Insulators pass every test— 
tough to withstand rough handling—impervious 
to moisture—do not age or deteriorate—high 
mechanical and sustained dielectric strength— 
unaffected by sudden temperature changes. 
Made of improved, flawless glass they are hom- 
ogeneous in character and stand up u:.der heat, 
cold, storms and age. Write us about your 
insulator requirements. 


National 
CABLE RINGS 


—are designed to deliver 100°, service in the 
hanging of cable. Easy to install and once placed 
they will not jump off or slip because of the ten- 
sion grip. National Cable Rings eliminate re- 
riding messenger and permit pulling the cable 
either way. ‘Handy Five" clusters make them 





easy to handle, there's no hooking together. 


Chance 


7 f NEVER CREEP ANCHORS 
YOuUFr The Never Creep Anchor is the only anchor 


that pulls 100°/, against solid, undisturbed earth. 


| N N F Su fe Pil ES Does not depend on filled in earth for any of its 


holding power. None of its area is wasted. Has 


\ one-piece rod and one-piece plate, and that's 
VLON2 ag A all there is to it. Easy to stock, handle and in- 
stall. Bore the hole, drive the rod, hang on the 
Alo SUPPLY 
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plate and the job is done. 
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Subscriber Satisfaction 


Means Profits 


for they 


DEAD-ENDED 
the 


Get Rid of Noise! 


with the 
New Improved RTC-2 VINCENT 
RARE GAS RELAY 


* Installed in a Minute 


llicopress 


WAY 
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You'll be happy, too, when you've used Nicopress Offset Dead-End u = — = 
Sleeves. They are:— ousands in Service 
. unsurpassed for terminating open wires. Fully Guaranteed 


. as strong or stronger than the rated breaking strength of conductor. 
. designed to provide for tail of any desired length. 
. mighty simple and easy to make with Nicopress Offset 


the same Nicopress Tool used for line Dead-End Sleeve 
splicing. ae, 
. economical. 


Order from your 
jobber today 


Eliminates unbalance noises 
in metallic party lines em- 
ploying divided ringing to 
ground. Works with either 
Type pC 24 harmonic or code ringing. 
Write for Catalog 39-A 
describing 











: Completed Newt 
Nicopress Offset mae, Non-Groundin 
Tool Dead-End Mig Cap 9 


Rare Gas Arresters 
Terminal Strips 
Potheads Housings 





THE NATIONAL TELEPHONE SUPPLY CO. 


5100 SUPERIOR AVE. — CLEVELAND, OHIO 

Canadian Mfr.—N. Slater Co., Lt'd., Hamilton, Ont. 
Export Distributor—International Standard Electric Corp., New York, N. Y. L. S. BRACH Mfg. Corp. 
55-63 Dickerson St Newark, N. J. 
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A MAN-SIZED JOB! 





By STERLING PEACOCK 


Vice-President, N. W. Ayer & Son, Inc., Chicago, Ill. 


THERE IS A DEFINITE PLACE in the Independent tele- 


phone industry for a well-organized plan of promotion in- 


corporating planned selling and advertising, declared this 


advertising man in an address last week before the spring 


conference of the national association. 


He presents excel- 


lent suggestions for inaugurating and carrying on such 


promotional work, individually and collectively 


OSSIBILITIES of ‘‘Planned 
Selling and Advertising” as ap- 


plied to your particular busi- 
nesses, individually and collectively, 
is the subject I have been asked to 
discuss. Certainly, it would be un- 
wise to present a specific recommen- 
dation or plan of operation, for in 
this business of advertising and pro- 
motion there is one fundamental 
premise of utmost importance— that 
is, to develop conclusions and recom- 
mendations only after a very thor- 
ough knowledge of all of the factors 
of the business involved has been 
obtained and studied. 

Naturally, I have not had this op- 
portunity. However, as an advertis- 
ing man and as a representative of 
a company, which for 32 years has 
been closely associated with the pro- 
motional activities of the A. T. & T. 
and some of the Bell companies, I 
am presuming to discuss this matter 
without the benefit of a detailed 
study. The questions which have 
been asked me are: 


(1) What can the Independent tele- 
phone companies do to increase their 
volume of business—to increase their 
revenue? 

(2) What can you do to regain the 
losses which may have taken place in 
specific areas or stratas of population, 
and I refer particularly to the rural or 
farm sections? 

(3) What can you do to create a bet- 
ter understanding on the part of the 
public as to the importance of tele- 
phone service in those communities in 
which you operate? 

(4) Is there a way or method by 
which modern promotional and adver- 
tising activities can be employed to aid 
in the accomplishment of these ob- 
jectives? 


That’s a man-sized order, yet I 
have the temerity to make the state- 
ment, without reservation, that in 
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STERLING PEACOCK, Chicago, Ill., 
vice-president of N. W. Ayer & Son, 
Inc., presents some excellent sugges- 
tions for a sales promotional program 
in the Independent telephone industry. 


my opinion there is a very definite 
place in your day-in and day-out 
business operation for the use of a 
well-organized plan of promotion- 
a plan which can be made effective 
and which will produce satisfactory 
results if you, as executives of your 
individual companies, have the de- 
sire, the urge and the aggressiveness 
not only to employ this business 
force but to stay with it and keep 
it up. 


Basic Elements of Promotion 
and Selling 
In tackling your problem of pro- 
motion and selling, there are a num- 
ber of basics which must be consid- 
ered. In the first place, just how 
good is your product? 


I take it for granted that the tele- 
phone service you deliver is good, 
that it is giving satisfaction to your 
customers. You know the first prin- 
ciple of a successful business enter- 
prise is to produce a product, or to 
deliver a service, which, because of 
its merit, will sell without the aid 
of advertising. 

Advertising an unworthy product 
simply means a larger number of 
people will discover its disadvan- 
tages. But for a good product or 
service, advertising is a potent and 
successful medium for increasing 
sales. 

Secondly, you have a real market 
for telephone service. As a matter 
of fact the telephone business gen- 
erally can be considered as extremely 
good at this time. The record of 
telephones in service at present in- 
dicates that there are actually more 
subscribers than ever before in the 
history of the industry. Today you 
are serving about one out of every 
three of your potential customers in 
the rural districts, and about one 
out of every two in the small town 
and urban districts. 

If these figures are correct, it 
would leave about a 66 per cent 
gross potential in the rural areas and 
a 50 per cent gross potential in the 
other areas upon which you should 
draw for increased business. I rec- 
ognize that all of these people are not 
logical telephone subscribers, but 
there is definitely a very consider- 
able opportunity offered for tele- 
phone sales to people who could and 
should have telephone service. 

In the third place, you have sales 
organizations. Those organizations 
may vary from a minimum of the 
sales effort of one man, who may 
be doubling in brass, to the organi- 
zations found available in your 
larger companies. Your employe- 
sales activities, in most cases, have 
been particularly good. In fact, I 
am led to believe that many of you 
have done an outstanding job of 
personal selling. 

In the fourth place, you have your 
national association and your state 
associations whose values are lim- 
ited only by the opportunities af- 
forded them to aid you. 
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FRONT COVER! 


The coal breaker building and con- 


veyer on the front cover are repre- 


sentative of one particular state— 
Pennsylvania—which is famous for its 
industry. The pan- 
oramic view shown is of the St. Nich- 
olas central breaker of the Philadelphia 
& Reading Coal & Iron Co., 


Mahanoy City, Pa. 


anthracite coal 


near 


The conveyer leading from the build- 
ing to the top of the bank at the right 
is used for transporting refuse from the 
coal such as rock and slate. At the top 
of the bank it is loaded into small cars 
and dumped on a bank such as is 
seen in the right background. The 
forepart of the breaker building is 
where the coal finished for the market 


is loaded into railroad cars. 


Pennsylvania has a goodly share 
of beautiful scenery which will be in 
full spring array next week when tele- 
phone people of the state meet in 
York, May 16, 17 and 18, for their 


annual convention. 


Now we come to the subject of 
competition. Of course, you have 
competition! You are competing for 
your share of the consumer’s dollar. 
After food, shelter and raiment are 
provided for, you compete with the 
radio, the automobile, the refriger- 
ator, the washing machine, the new 
piece of farm equipment and _ in- 
numerable products of utility and 
entertainment. 


It has been said to me that some 
of you are very much disturbed be- 
cause there are’ more automobiles 
in use in this country than there are 
telephones. I do not consider this 
at all surprising. The automobile, 
with its phenomenal growth over the 
last decade, has taken its place as a 
necessary luxury. The same is true 
of radio. 

So let’s not for a moment criticize 
a prospect for the purchase of a car, 
or the purchase of a radio, though 
he may not be a telephone sub- 
scriber. Let’s, rather, direct our 
sights toward presenting the impor- 
tance of the telephone and telephone 
service to our prospects in such a 
way that they will come to a realiza- 
tion of its value and thus, over a 
period of time, break down their re- 
sistance. 

One phase of your business which 
seems to be giving some of you con- 
siderable concern is the loss of sub- 
scribers sustained in the rural areas 
and the slowness with which they 
are being regained. I must talk 
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about the farm picture in a broad 
way, although I fully realize that in 
order to help solve this problem one 
should have an intimate knowledge 
of the local agricultural situations 
found in your own individual terri- 
tories. 

It happens that my organization 
is in the midst of a promotional 
enterprise for the Agricultural Pub- 
lishers Association, a group com- 
prised of the publishers of national, 
sectional and state farm magazines. 
Of course, the farmer is prosperous 
in direct ratio to the success of his 
crops and the market prices he re- 
ceives for them. Yet, have you ever 
known a time when a farming com- 
munity would really admit it was 
well off? The reiteration of farm 
woes by political interests over a 
period of many years has had a cu- 
mulative effect to the point where the 
general idea has prevailed that the 
farmer is broke. 


Farm Dollars Rate As a 
Preferred Class 

Now, as a matter of fact, the farm 
market contains, in round figures, a 
population of about 32 million. Its 
needs are almost inconceivable in 
size. This year the farmer will re- 
ceive a cash income of approximately 
nine billion dollars. This is a tre- 
mendous amount of money. In 
terms of disposability, farm dollars 
are in a preferred class —for the 
farm itself provides for the farm 
family many of the things the urban 
dweller must buy. Rent and urban 
transportation normally account for 
more; than 25 cents out of every ur- 


ban dollar. Food expenditures are 
high. 

Farm life is different. It is not 
the same as that of the urban 
dweller. The farmer is the only ele- 
ment in our economic scheme in 


which the making of his livelihood 
and the way of his living are insep- 
arable. Earning and spending are 
the joint concern and responsibility 
of every member of the family. Boys 
and girls on the farms are earners 
and spenders, at least to the extent 
that they exert influence over pur- 
chases. The farmer’s wife is an 
earner. 

It is our belief that the desire for 
better living is aggressive on the 
farm. That there is a definite pur- 
chasing power may be illustrated by 
some of these facts: This year it is 
estimated farm families will spend 
918 million dollars in the automotive 
field; 462 million for household oper- 
ation; 144 million for recreation and 
492 million for farm equipment. 

Certainly, educational work in pre- 
senting the importance of the tele- 


phone, not only to the older genera- 
tion but to the new generation on the 
farm, is necessary but it has to be 
done in a way that the farmer will 
understand. It must be presented to 
him in terms of his own daily living. 

That the farmer is difficult to sell 
is generally admitted in merchandis- 
ing circles. Perhaps the difficulty is 
greater because of a lack of under- 
standing of the farm family and the 
farm market on the part of the aver- 
age manufacturer who lives, works 
and plans while located in a metro- 
politan area. 

Farm machinery manufacturers 
have found a way successfully to sell 
their merchandise. From experience 
I can tell you that the Caterpillar 
Tractor Co., the largest manufactur- 
er of tractors in the world, has a 
special department manned by agri- 
cultural experts who maintain a 
day-in and day-out contact with the 
farm market all over the United 
States. Their promotional tactics 
and material are planned and pre- 
pared by agriculturally-trained men. 
The Ford Motor Co. sells Ford cars 
to the farmer for transportation and 
Ford trucks for their business use. 
Here, again, this is a highly-special- 
ized promotional activity directed by 
men who understand farm _psy- 
chology. 


The Illinois Bell and other associ- 
ated companies of the Bell System 
use a specialized form of advertising 
and promotion in the agricultural 
districts in which they deliver tele- 
phone service. They talk in the 
language of the farmer and deal with 
the farmer and the farm family’s so- 
cial and economic life. 

Recently the Ohio Bell conducted 
a series of demonstrations in its 
agricultural area at county fairs, 
bringing direct to the farmer a 
vivid “man on the street” type of 
demonstration of the usefulness of a 
telephone to the farmer and the farm 
family. 


Educational Program for 
Farmer and Family 

Of course, no one can get away 
from the fact that when crops are 
bad your sales resistance is bound 
to be very great, yet you have been 
in business for many years and ex- 
pect to remain in business for many 
more. Therefore, every conceivable 
way, consistent with good business 
practices, should be found to direct 
a permanent “telephone” educational 
program of promotion and publicity 
at your potential rural subscribers. 

This cannot be done in a short 
period of time, nor should it be con- 
sidered a so-called shot in the arm. 
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Forget about the farmer’s automo- 
bile and the farmer’s radio; he is not 
going to give them up. 

Direct your efforts toward educat- 
ing the farmer and his family on the 
fact that he is missing much if he 
does not have the advantages of tele- 
phone communication in his own 
home. Remember, though, as you 
well know, that this calls for a high- 
ly-specialized type of promotion. 
Don’t, for example, simply tell him 
if he has a telephone he can save 
trips to town. That’s no argument! 
The farmer likes to go to town. 

But tell him that with a telephone 
he can avoid unnecessary trips— 
when he is in need of repair parts, a 
veterinarian, or any one of the many 
day-in and day-out requirements and 
emergencies he encounters — the 
trips which, if avoided, will really 
save the farmer time and money. 


Organized Promotional Activities 
Benefit Individual Companies 


Many companies have joined to- 
gether in promotional and sales ac- 
tivities in the interest of the whole 
“industry.” 

You are familiar with the Ameri- 
can Gas Association, organized in 
1919, participated in by practically 
all of the gas utilities throughout the 
country. Some of the activities of 
this group cover matters of a techni- 
cal and engineering nature, account- 
ing, and commercial sales, under 
which, of course, the general subject 
of selling and advertising falls—in 
fact, everything of a general benefit 
to the gas industry. 

The Better Vision Institute for 
years has carried on promotional 
activities epitomized by the slogan, 
“Better Light, Better Sight.” The 
Edison Electric Institute has been 
functioning for a long time in stimu- 
lating the sales of small electrical 
appliances. Even laundry owners 
have gotten together and initiated 
an approved laundry campaign as a 
means of extending the commercial 
laundry business. 

The fastest-growing industry in 
America today is aviation. Some of 
the commercial air lines are very 
competitive between certain points, 
yet last year there was formed the 
Air Transport Association, made up 
of members of the commercial avia- 
tion industry and of suppliers or 
manufacturers to the industry. 

A program of advertising and pro- 
motion was started by them, built 
around the theme “It Pays to Fly.” 
This was intended, of course, to help 
break down the greatest major re- 
sistance to flying—that of personal 
fear. The association activities pro- 
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vided a background upon which each 
of the companies has been able to 
superimpose its own individual serv- 
ices. 

The growth of air travel has been 
phenomenal. Last year over one- 
half million more passengers were 
carried on commercial planes than 


in 1938—and to date this year the 
increase in traffic is about 58 per 
cent. 


Personal selling, advertising, pub- 
licity and public relations have all 
been closely geared into these vari- 
ous enterprises and they are pre- 
sented because they are proven cases 
of effective and successful promo- 
tional operations. 

There are many more that could 
be talked about at great length 
though far afield from the telephone 
business. For example, I could tell 
you of the growth of the consump- 
tion of oranges, of coffee, tea, cast- 
iron pipe, the ice industries foster- 
ing the sale of natural ice and ice 


refrigerators, but enough of this. 
Let me simply register the point that 
it can be done and is being done suc- 
cessfully. 

Now, just a quick picture of an 
activity with which you are all fa- 
miliar; an activity right in your own 
industry—that of the A. T. & T. and 
the Bell companies. It may seem like 
bringing coals to Newcastle even to 
mention the promotional program of 
these companies. 

However, in my opinion, there is 
no finer example of the great value 
of well-planned advertising, sales 
promotion and public relations in all 
the annals of business than that of 
the A. T. & T. starting 32 years ago 
and voiced by Theodore Vail in 1908 
when he said: “If you want the pub- 
lic to know what you are doing—if 
your actions will bear the light of 
public scrutiny—then take the pub- 
lic into your confidence.” 

And in a recent annual report of 

(Please turn to page 32) 





the dead past are stored. 


asset. 


and so. 


hooey. 
“Yes, I dressed him down. 
wont to exclaim. 
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GARRETS 
By MISS ANNE BARNES 


Praveling Chief Operator, lowa Independent Telephone Association, Des Moines, lowa. 


things we think are too good to throw away, but which are 

out-of-date, badly in need of repairing or remodeling or are 
too cumbersome such as heavy, old, cracked marble-topped bureaus 
with drawers which require great force to open and close. 
and many other things fill up our garrets. 

Some folks treasure things which once cost a great deal of money, 
but have been out-dated so long ago that they are valueless. 
men declare garret storage is one of our greatest fire hazards. 

Garrets are not the only upper stories where things belonging to 
No siree! 
life with their heads stored full of old ideas. 
these ideas were productive in their day but they have been out- 
dated long ago with newer methods. 
organization from its infancy they become a liability instead of an 


(5 ‘things » are places in upper stories of homes where we put 


“What can be done with Old Man Brown?” queries the new effi- 
ciency executive. After considerable deliberation it is decided to de- 
mote the poor old fellow because he has reached the puttering stage. 
He can’t and won’t adopt new methods. 
tion he is rarely able to give up altogether—because he has passed 
the period of acquiring a new idea or discarding an old one. He 
does what is required of him but doesn’t believe in it. 

“Such fol-de-rol,” he says to himself. 
It takes three people now to do the work I once did.” 

I know a poor old fellow who was finally discharged by a news- 
paper concern because he thought good public relations just plain 
So he was always having trouble with his customers. 

He can’t hand me any lip,” he was 


It might be a good idea to go over the stored things in 
our head garrets, see what is worthwhile to keep, discard what is 
no longer useful, and make room for present-day requirements. 


These 


Fire- 


A lot of people go through 
Perhaps some of 


If such people remain in an 


If he accepts the demo- 


“In my day we did thus 
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Management Problems Keviewed 





At Conference of Independent Executives 


THE IMPORTANCE of cooperative effort to improve the 


many relationships which enter into the proper operation of 


a telephone company occupied the attention of the many 


executives of Independent companies who attended spring 


conference of the United States Independent Telephone 


Association. Special committees reported on the progress 


of their studies and investigations and the results achieved 


UMAN relations is apparently 
the best designation to de- 


scribe the theme of the ex- 
ecutives’ conference of the United 
States Independent Telephone Asso- 
ciation held at Hotel Stevens, Chi- 
cago, May 1 and 2. The various 
discussions presented by able speak- 
ers dealt with labor relations, po- 
litical relations, relations of compa- 
nies to employes, to other companies, 
to the public, and the various other 
relationships which enter into the 
operation of the telephone business. 
The conference was attended by 
well over 200 executives of the man- 
agement, plant, accounting, commer- 
cial and traffic divisions of the busi- 
ness, and everyone found much of 
interest in the programs of the three 
sessions of the conference. In every 





Executive Vice-President LOUIS 
PITCHER, Chicago, Ill., presided at 
the sessions of the spring conference 
of the national association and through 


his knowledge of existing conditions 
within the industry materially aided the 
discussions of troublesome problems. 
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way the conference “‘topped”’ all pre- 
vious association spring gatherings. 

Probably the greatest interest was 
manifested in the division of toll 
revenues, as indicated by the various 
private discussions, the discussion 
at the meeting of the board of direc- 
tors and in the session when the 
matter was discussed by Edwin M. 
Blakeslee, Madison, Wis., chairman 
of the association’s committee on 
that matter. 

Speakers from outside the indus- 
try, as well as those engaged in 
various phases of telephone work, 
discussed subjects which all involved 
various angles of human relation- 
ship. 


Views on the Employer 
and the Employe 

The conference was called to order 
on Wednesday afternoon, May 1, by 
President J. F. O’Connell of Madi- 
son, Wis. In a brief opening state- 
ment Mr. O’Connell referred to the 
resignation last November of the 
association’s Washington represent- 
ative and the appointment of Wil- 
liam F. Bruckart. He mentioned 
some of the subjects programmed 
for discussion and stated that the 
matter of division of toll revenues 
would be presented by Edwin M. 
Blakeslee, chairman of the associa- 
tion’s toll compensation committee. 

President O’Connell then stated 
that Executive Vice-President Louis 
Pitcher, of Chicago, would preside 
at the sessions and present further 
details of the program. 

The first speaker introduced by 
Chairman Pitcher was N. H. Shef- 
ferman, assistant to president, Sears 
Roebuck & Co., in charge of labor 
relations, and consultant for Labor 
Relation Associates, Inc., Chicago. 
Mr. Shefferman divided his address 
in two sections—factual and inspira- 
tional. 





J. F, O'CONNELL, president of the 
United States Independent Telephone 
Association and president of the Com- 
monwealth Telephone Co., Madison, 
Wis., opened the first session of the 
conference and outlined the subjects 


programmed for discussion. 


He pointed out the change that 
has taken place in the relations be- 
tween employes and employers and 
stated his belief that collective bar- 
gaining, the heart of the Wagner 
Act, is here to stay. “Mass con- 
sciousness is still sympathetic,” he 
stated, “‘to what is called the new 
social order, and the youth are 
promulgators of this new order.” 

If an employer gives as much at- 
tention to his employes as he does to 
his business, he need not worry 
about the future, continued Mr. 
Shefferman. 

Stating that the efficiency of any 
concern depends upon the coopera- 
tion of its units—men and women— 
Mr. Shefferman asked, “What are 
they thinking about?” He stated 
that wages came ninth on the list 
instead of first as might be thought. 
People work well together because 
they like the boss, surroundings, 
equipment, etc., and he summed it 
all in the principle of a fair deal— 
the Golden Rule. 

Mr. Shefferman’s address was re- 
plete with verbal pictures and his 
points were illustrated with in- 
stances of actual cases. 
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“The Problems of Business in 
Washington” was the subject inter- 
estingly presented by William F. 
Bruckart, new _ representative in 
Washington, D. C., for the national 
association. In presenting Mr. 
Bruckart, Chairman Pitcher out- 
lined the speaker’s experience and 
qualifications for the work he is per- 
forming for the association. 


The Machinery of National 
Politics 

Mr. Bruckart, in his address, 
spoke of the machinery of govern- 
ment: (1) the philosophy of govern- 
ment—ideology—and (2) personnel. 
There is no way of separating these 
two, he stated. 

He referred to the political power 
of the Independent industry, exer- 
cised in securing the amendment to 
the Wage-Hour Act, the only time 
it has been used in the two decades 
he has been in Washington—and 
said it may have to be exercised at 
some future time. Stating there is 
a right and a wrong side to every 
public question, he pointed out that 
the government belongs to the peo- 
ple and should be used by them. 

The Washington speaker declared 
that politics are being put into eco- 
nomics and cited some instances of 
the philosophies of politicians as re- 
gards business. He declared that 
the rank and file of the people must 





WILLIAM F. BRUCKART, new repre- 
sentative of the association in Wash- 
D. C., ably discussed ‘The 
Problems of Business in Washington.” 
He declared that the rank and file of 
people must understand what is being 
done in Washington and that business 


ington, 


men, publicists and others with con- 
tacts with citizenry have an obligation 
to make themselves a part of the gov- 


ernment to stabilize it. 
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CHAS. C. DEERING of Des Moines, 
lowa, secretary-treasurer of the associa- 
tion, read the report of the wage and 
hour 


committee in the absence of 


Chairman Agee of that committee. 


understand what is being done in 
Washington and that business men, 
publicists, and others with contacts 
with the citizenry have an obligation 
to make themselves a part of the 
government to stabilize it. 

Mr. Bruckart’s familiarity with 
the Washington political machinery 
convinced everyone of his thorough 
knowledge of the political angles of 
government in our nation’s capital. 


Present Situation Regarding 
Wage and Hour Act 


In the absence of J. H. Agee, 
Lincoln, Neb., chairman of the 
association’s wage and hour commit- 
tee, Vice-Chairman E. C. Blomeyer, 
Chicago, took charge of the discus- 
sion. He requested Secretary Chas. 
C. Deering to read a_ statement 
which Mr. Agee had prepared. 

In this statement Mr. Agee re- 
viewed the committee’s activities 
relative to the matter of wages and 
hours since October, 1938. After 
securing the amendment exempting 
operators in about 92 per cent of the 
Independent telephone exchanges, 
Mr. Agee continued: “We _ hoped 
that the Independent industry could 
proceed from that point forward 
without much further difficulty. 

“Ever since the enactment of this 
law, your national association has 
advised all of its members to comply 
fully with its provisions when such 
compliance could be done without 
serious curtailment of service, or 
without undertaking the financial 
burden which could result in serious 
financial embarrassment, or in a re- 
lease of employes. In other words, 
the attitude of the association has 


JOHN H. AGEE of Lincoln, Neb., 
chairman of the association's wage and 
hour committee, prepared a report on 
the present situation of wages and 


hours. 


been to encourage its membership in 
being law-abiding and to encourage 
cooperation with government  bu- 
reaus and agencies rather to foster 
or build up a spirit of opposition to 
the enforcement of this law.” 

Stating that other provisions of 
the act now confront the industry 
and loom large in the minds of some 
companies as burdens too heavy to 
bear, Mr. Agee briefly reviewed 
some of the major social reform 
laws enacted during the past seven 
years. 

“As the provisions of the Wage- 
Hour Act have become more gener- 
ally understood,” stated Mr. Agee, 
“many of our member companies are 
finding it difficult to meet all of the 
conditions with reference to over- 
time, minimum wages for operators 
during the training period, classifi- 
cation of employes in exchanges 
where this character of the work is 
divided between operating and com- 
mercial duties, such as cashier-oper- 
ators, and various other and minor 
matters.” 

Stating that the most aggravating 
of these provisions is the one with 
reference to time and a half for 
overtime, Mr. Agee gave some of its 
interpretations. “Even though you 
comply fully with the law,” he said, 
“it has not, in our opinion, decreased 
the unemployment in the telephone 
business. In many cases it has 
worked actually in the reverse be- 
cause companies are converting man- 
ual equipment to dial and acceler- 
ating their conversion programs.” 

The matter of a learner’s rate for 

(Please turn to page 27) 
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in the Nation’s Capital 








MAJOR QUESTIONS facing the FCC for early consideration 


include television and frequency modulation. . 


. . Gossip 


concerning national secret weapons, international spies, etc., 


indicates that television may play important military role 


"Time FCC HAS a number of 
major chores to take care of in 
its current meeting which con- 
vened May 7. It is likely that the 
commission will get busy right away 
cleaning up its agenda. Probably 
the most pressing item is the ques- 
tion of authorizing commercial tele- 
vision operations which has become 
entangled in the controversy over 
television standards. This may not 
be the first job to be completed, but 
it will be the most important. 

There are two or three members 
of the FCC who are becoming quite 
uncomfortable over hints that have 
been circulating around Washington 
to the effect that the recent contro- 
versy over television standards may 
have been instigated by Pacific 
Coast moving picture interests for 
motives somewhat less altruistic 
than the protection of the public 
interest in satisfactory television 
standards. 

These same commissioners (who 
undoubtedly acquiesced in blocking 
the program of Radio Corp. of 
America for immediate progress in 
manufacture and sale of television 
equipment, in order to make sure 
that monopolistic control of the new 
industry was not being thereby 
established) are now squirming over 
the thought that they might be 
shown up in the role of simply pull- 
ing Hollywood chestnuts out of the 
fire. 

Doubtless the moving picture in- 
dustry with its tremendous invest- 
ment in a closely allied field of pop- 
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ular entertainment would like very 
much to “move in” on the television 
picture. At least it would like to be 
in a position to participate in the 
preliminary development for  pur- 
poses of mass consumption, which 
may still be conducted on a pay-as- 
you-enter basis. The moving pic- 
ture business already is at a logical 
stop for eventual participation in the 
program production feature of tele- 
vision. But that limited role would 
certainly be second choice to its 
present flourishing activity of pro- 
viding film for the glamor palaces. 

However, Hollywood’s part in the 
future of television is strictly a 
Hollywood headache so far as the 
FCC is concerned. Consequently, 
members of the commission would 
like to get rid of the hot potato, 
which is now on its hands, as soon 
as possible. The FCC’s job is con- 
fined to deciding whether or not 
commercial television should be al- 
lowed on the air. Hollywood will 
have to take care of itself. 

The outlook is for an order which 
will authorize early commercial op- 
erations. This order may feature: 
(1) Either a compromise between 
the standards proposed by the RCA 
(441 lines per image) and those pro- 
posed by rival television promoters 
(in excess of 600 lines per image) ; 
or (2) authorization for RCA to go 
ahead on a temporary basis with its 
own proposed technical standards, 
plus some kind of an elastic provi- 
sion for use of alternative standards. 

Chances are that some of the 


by Francis X. Welch 


Special Washington, D. C., Correspondent for TELEPHONY 


commissioners are not too much 
concerned over which way the com- 
mercial television order is put out 
so long as it is put out promptly. 
Anything, to get the commission off 
its present spot as an objective for 
all kinds of criticism. 


television problem is the request 
of the Armstrong interests for 
authority to engage in commercial 
sound broadcasting by use of fre- 
quency modulation, or FM as it is 
called in the trade. Most readers of 
these pages are already familiar 
with the superiority of FM over the 
regular amplitude modulation now 
used in conventional broadcasting 
(AM) from the standpoint of clarity 
and fidelity. 

But the short-wave end of the 
spectrum which the FM promoters 
would like to use is slightly cluttered 
up with previous allotments reserved 
for television and other interests. 
The FM people would like to have 
television move over a little so that 
its own slice of the spectrum would 
be fairly solid (instead of being 
divided up into fragmentary slices 
that would create an expensive tech- 
nical problem in the manufacturing 
of receiving sets). 


agro irda associated with the 


The FM dispute is not very im- 
portant. But, like television, FM 
has had to be held up on its plans 
for immediate commercial operations 
until the dispute over television 
standards is out of the way. There 
has been little or no opposition on 
the merits of allowing FM to go on 
the air on a commercial basis. Of 
course, FM by very nature of its op- 
erations has no difficulty over stand- 
ards similar to television. It has 
simply been a piffling argument over 
right of way in the air lanes. The 
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fe is a beauty and efficiency about the Stromberg-Carlson No. 1212 i 
at gives subscribers a new delight every time they use the instruz 


fe e@auty which makes the handset an attractive item of home frag 
dition to an instrument of utility, is the result of long work on the p 
of America’s foremost designers. 


efficiency results from the fact that Stromberg-Carlson pioneered in ned 
iciceent of self-contained handsets. The smaller parts these instrumenioal 
required were produced by applying to the field of telephony knowledge ~ 
gained from making radio receivers. Smaller parts were developed which 


are actually more efficient than the larger ones which had been in general 
use previously. 


Supplying Stromberg-Carlson No. 1212 Handsets 
is one sure way of creating satisfied subscribers. 
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Teas pleasantly modernistic instrument is 
designed to give telephone users a wall-type 
telephone with all the superior transmission 
and reception qualities of Stromberg-Carlson 
handsets. It contains the compact, efficient 
parts used in the Stromberg-Carlson No. 1212 
Handset in a case that mounts against the wall. 
Louvres through which the sound from the | 
gong passes are concealed in a ribbing that 
follows the contour of the box and handset. 
Receiver and transmitter are identical with 
those used in the No. 1212 Handset. 


Business houses, hotels, and other establish- 
ments that require wall-type telephones will be 
ready prospects for this improved instrument. 


STROMBERG-CARLSON TELEPHONE MFG. CO. 
Factory and General Offices: 100 Carlson Road, Rochester, N. Y., U.S. A. 
Branch Offices: Chicago, Kansas City, San Francisco, Toronto 
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FCC should settle it without too 
much difficulty, one way or the other. 


THIRD task which the FCC has 
Ave settle fairly promptly, and 
which may have been settled before 
these lines appear in print, is the 
selection of a new counsel and assist- 
ant general counsel. Such action 
was made necessary by the recent 
resignation of William J. Dempsey 
and his assistant, William C. Koplo- 
vitz, to form a partnership in private 
legal practice. 

Since this young and able pair 
has parted from the FCC, there has 
been a veritable paper blitzkrieg of 
applications and recommendations 
for the two vacant jobs. Early 
rumors were to the effect that the 
commission would probably select a 
counsel from outside of its existing 
organization. It could undoubtedly 
find several well-qualified men al- 
ready under its own roof if it wanted 
to do it that way. 

Several other radio and cable mat- 
ters require the early attention of 
the commission, including disposi- 
tion of the so-called network monop- 
oly report (long overdue), the con- 
tested application for a new radio 
commercial circuit to Rome, and the 
reallocation of a number of standard 
broadcasting stations under the re- 
cent Havana treaty on that subject 
between North American countries. 

There does not seem to be much 
on the program of special interest 
to the telephone industry, except the 
renewed attempt of Commissioner 
Walker to obtain a deficiency appro- 
priation of $300,000 for exclusive 
use for telephone regulation by the 
FCC. The Budget Bureau may agree 
to let the FCC have at least part of 
this, but whether Congress will ap- 
prove is doubtful. There is also an 
FCC report on regulating employe 
pension accruals for the Bell Sys- 
tem which should be handed down 
in the near future. 

Elsewhere in Washington the Na- 
tional Labor Relations Board showed 
its reaction to the momentum being 
generated by the independent unions 
of the telephone industry by certi- 
fying two unaffiliated organizations 
in that field. On April 29 it certi- 
fied the United Brotherhood of 
Electrical Workers, Inc., as the sole 
collective bargaining agency for 
more than 3,200 employes of the 
Southern California Telephone Co. 

Another unaffiliated organization, 
the Order of Repeatermen and Toll 
Testmen, was given the nod by the 
NLRB as a representative of certain 
employes of the Pacific Telephone & 
Telegraph Co. and the Bell Telephone 
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Co. of Nevada. Other telephone 
labor organization situations are 
still under study by the board, in- 
cluding a complaint concerning a 
large Nebraska Independent, the 
Lincoln Telephone & Telegraph Co. 


PEAKING of television brings to 

mind the fact that the intensifi- 
cation of the European war has 
given the nation’s capital a fresh 
attack of jitters on the subject of 
national defense, international spies, 
secret weapons, sabateurs, and all 
the rest of the story-book parapher- 
nalia that heretofore has existed 
chiefly in the imagination of E. 
Phillips Oppenheim. 

During the same week stories cir- 
culating around Washington were to 
the effect (a) that heavy-armored 
battle ships are as out-dated in the 
light of the achievements of modern 
fighting aircraft as wooden men of 
war after the battle of the Monitor 
and the Merrimac; (b) that we need 
a bigger navy than ever and should 
go in especially strong for super- 
dreadnaughts of the 45,000 class be- 
cause Japan is supposed to be build- 
ing up to a dozen of them somewhere 
under cover of trick screens in old 
Nippon; 

(c) that the very best of our 
American airplanes are back num- 
bers as compared with the recent 
German models, and that we shall 
have to reorganize our entire mili- 
tary aircraft production; (d) that 
we have the slickest, most destruc- 
tive fighting aircraft weapon in the 
world at the disposal of our national 
defense forces but we are not telling 
anybody—not even the Allies; 

(e) that the lagging production on 
the new Garand field rifles has been 
stepped up to the point where our 
entire infantry and Marines will be 
equipped before the end of the sum- 
mer; (f) that the new Garand rifles 
are not so good as the Springfield 
rifles they displace—they may fire 
oftener but they don’t make as many 
bull’s eyes, which is what really pays 
off in marksmanship. 

And so the tales go around and 
around, official and unofficial, and no 
one can say what is true or false. 
But, coming back to our television 
theme, one very interesting bit of 
grill-room gossip that came to your 
correspondent’s ears would indicate 
that television—the newest member 
of the communications industry—is 
destined to play an important role 
in the military weapons of the 
future. 

Rumor has it that a “radio-con- 
trolled television aerial bomb” has 
been perfected and is available to the 





COMING CONVENTIONS 


Pennsylvania Independent Tele- 
phone Association, Yorktowne 


Hotel, York, May 16, 17 and 18. 


Wisconsin State Telephone As- 
sociation, Park Hotel, Madison, 


May 22 and 23. 


The Illinois Telephone Asso- 
ciation, Hotel Pere Marquette, 


Peoria, May 28 and 29. 


New York State Telephone As- 
sociation, Hotel Syracuse, Syra- 
cuse, June 5 and 6. 


North Dakota Telephone Asso- 


ciation, Gardner Hotel, Fargo, 
June 12 and 13. 
California Independent Tele- 


phone Association, Miramar Ho- 
tel, Santa Monica, June 19 and 20. 


Oregon Independent Telephone 
Association and Washington Inde- 
pendent Telephone Association, 
Gorge Hotel, Hood River, Ore., 
Joint Meeting, June 28 and 29. 

Michigan Independent T el e- 


phone Association, Hotel Olds, 
Lansing, July 24 and 25. 











United States for experiment and 
eventual production through the in- 
dustry of the National Advisory 
Committee for Aeronautics. 

This committee, composed of high 
ranking Army, Navy, and civilian 
aircraft experts, functions as a sort 
of brain trust for our national de- 
fense in aeronautical matters. But, 
of course, if you wrote and asked 
them about this they would probably 
reply, if at all, that they don’t know 
what on earth you were talking 
about. Just the same, some of the 
“hands across the seas” would give 
a pretty penny to get into this com- 
mittee’s file. 

This ‘“‘television bomb,” long fore- 
cast by fiction writers, is supposed 
to be a complete flying unit without 
a living pilot, steered by remote 
radio control through the aid of a 
television eye. The idea would be to 
have a mother ship very high up in 
the sky (or a land control station 
fairly near the bombing objective) 
hatch out a fleet of these suicide 
bombers, which would dive straight 
to their mark without any human 
suicide being involved. Sounds fan- 
tastic but the Washington gabble 
always is fantastic after the boys 
have had two or three fingers in a 
wash-tub of giggle water. 

The thing is reported to be still 
more or less in the blueprint stage, 
although one Washington journalist 
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told your correspondent that some 
miniature models of these flying 
Frankensteins recently horrified a 
secret gathering of naval officers by 
picking off floating decoys ‘“some- 
where on the Chesapeake.” 
However, aside from such sensa- 


department, simply in their role of 
taxpayers, may be _ interested to 
know that the relative accomplish- 
ment of German aircraft and the 
British navy in the unhappy Nor- 
wegian campaign has taken consid- 
erable wind out of the sails of the 








tional developments, readers of this 


“big navy” boys. 


Secretary of the 








PRIZE WINNERS IN LETTER CONTEST! 


FIRST—$50: K. L. SCHROEDER, Manager, Wiconisco Telephone & 
Telegraph Co., Elizabethville, Pa. 


SECOND—$30: A. C. STUART, Traffic and Equipment Engineer, 
The Lima Telephone & Telegraph Co., Lima, Ohio. 

THIRD—$20: JAMES H. VOLLMER, Salesman in the Commercial 
Department, Rochester Telephone Corp., Rochester, N. Y. 


So many excellent letters were received in this contest that it was 
difficult to make a selection of the winners and more time was taken 


for the judging in fairness to all. The prize-winning letter is published 


on the opposite page and the two other prize-winning letters will be 
published in subsequent issues of TELEPHONY. 

We appreciate the time taken by readers to write “What TELEPHONY, 
The Journal of the Telephone Industry, means to me.” Despite the 
high caliber of the letters it is obviously impossible to award prizes to 
all, but we wish to make honorable mention of some of the entries al- 
The order of 
appearance of the following names is alphabetical and does not place 
any letter ahead of the others: 


JAMES P. BORDEN, Plant Superintendent, Virginia Telephone & 
Telegraph Co., Charlottesville, Va. 


HARRY E. CHAPMAN, Intra State Telephone Co., Galesburg, IIl. 
HARRY M. DENISON, Columbia Telephone Co., Columbia, Pa. 
JOHN S. DUFFORD, Automatic Electric Co., Chicago, IIl. 

H. H. DUMLER, Manager, American Telephone Co., Dighton, Kans. 
JOSEPH EDWARDS, Manager, Mosinee Telephone Co., Mosinee, Wis. 
JIM KELLOGG, Kellogg Switchboard & Supply Co., Chicago, Ill. 
BETH KNOWLTON, Operator, West Iowa Telephone Co., Anita, 


lowa. 


M. A. KRAMER, Wire Chief, United Telephone Companies, Inc., 
Portland, Ind. 


F. W. KUHN, Secretary, Standard Telephone & Telegraph Co., 
Troy, Ala. 


N. R. MICHELL, Division Commercial Supervisor, Ohio Bell Tele- 
phone Co., Akron, Ohio. 


E. L. NICKERSON, Bucklin Telephone Exchange, Bucklin, Mo. 


LOUISE POHLMEYER, Chief Operator, Home Telephone & Tele- 
graph Co., Fort Wayne, Ind. 


WILLIAM A. RENNIE, Elyria Telephone Co., Elyria, Ohio. 


B. R. SAGE, General Manager, Traverse Bays Telephone Co., Central 
Lake, Mich. 


HUGH D. STRAUGHN, Owner-Manager, Southwest Arkansas Tele- 
phone Co., Glenwood, Ark. 

AGNES SWEN, Community Telephone Co. of Wisconsin, Glenwood 
City, Wis. 

E. P. WEBER, Manager, Commonwealth Telephone Co., Two Rivers, 
Wis. 

M. B. WETZELL, The Champaign Telephone Co., Urbana, Ohio. 


LILLIAN WOODS, Chief Operator and Cashier, Nebraska 
tinental Telephone Co., Palmer, Neb. 


J. H. WRIGHT, Clerk, Telephone Management Co., Fort Wayne, Ind. 


though only a few can be listed owing to lack of space. 
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Navy Edison recently told the Presi- 
dent that it would be advisable to 
put “turtleback” superstructure on 
our major flying ships as a deflec- 
tive protection against aerial bomb- 
ing. 

Even this is obviously a makeshift 
and transitional arrangement. In- 
deed, it constitutes quite an admis- 
sion on the part of the navy men 
who used to contend that bombers 
couldn’t even hit battleships, much 
less sink them. And yet, Congress 
will undoubtedly pass the biggest 
naval appropriations bill in history. 
Pending battleship-construction will 
be completed and certain new units 
will be started. Of course, this ap- 
propriation also contains a healthy 
fund for naval aircraft as well as 
ships. 

Even the “air-minded” military 
experts agree that there is consid- 
erable justification for continuing 
air naval expansion. America’s geo- 
graphical position makes her defense 
problem quite different from that of 
England. Our defense must essen- 
tially be based on naval strength. 
Experts point out that it will still 
be a number of years before military 
bombers will be perfected to the 
point of being able to span the ocean 
in large numbers for effective bomb- 
ing. 

And so, considering that the aver- 
age full fighting efficiency of a bat- 
tleship does not exceed 12 years, 
maybe the taxpayers’ money is being 
spent with sufficient regard for the 
contingencies of the future. 

Just the same, there are “air- 
minded” officers who will tell you 
confidentially that they would like to 
see somebody in the White House 
who wasn’t such a devoted disciple 
to a “big navy,” to the possible ex- 
clusion of greater effort in the direc- 
tion of developing defensive Ameri- 
can aircraft. They can’t help 
thinking that Britannia, ruler of the 
waves, could have done very well 
with a little less navy and a great 
deal more wing power in her recent 
combats with the Reich. 
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Maupin Renominated As 
Nebraska Commission Chairman 
Chairman Will M. Maupin of the 
Nebraska State Railway Commission, 
was renominated for a six-year term 
at the recent democratic primary, de- 
feating former Commissioner Floyd L. 
Bollen and four others. His republican 
opponent is Richard H. Larson, a Lin- 
coln accountant who is a son-in-law of 
the late Charles A. Randall, for 12 
years a member of the commission. 
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Psi- 
to 
on aw ys 2 s L , 
ee Prize Winning Letter? 
ift “What TELEPHONY, The Journal of the Telephone Industry, Means to Me” 
In- 
lis- By K. L. SCHROEDER 
1en Manager, Wiconisco Telephone & Telegraph Co., Elizabethville, Pa. 
ers 
ich 
CSS 
est EBSTER DEFINES the word “journal” as: (1) Belonging to the day. (2) A diary; an account of 
ry. WX daily transactions and events. (3) In bookkeeping, a daybook. (4) In nautical parlance, a log or 
vill log book. (5) In government, the record of the proceedings of a legislative body. (6) A daily 
its newspaper, periodical or magazine. (7) The portion of a rotating shaft that turns in a bearing. 
fd It is with these definitions in mind, individually and collectively, that I jot down my impression of ‘‘What 
on TELEPHONY, The Journal of the Telephone Industry, means to me.”’ 

The fact that TELEPHONY belongs to the day, and is a diary or account of daily events in the telephone 
ry world can hardly be denied. In the March 9 issue I am informed that the Bell System has reached an all- 
id- time high of 16,536,000 stations in service and that the total telephones in the United States are 20,750,000 or 
ng 49 per cent of the world’s telephones. In the same issue we learn that the National Telephone Supply Co. has 
20- placed on the market a new repair sleeve, designed for use in cutting out defective existing splices. Included 
ise is up-to-the-minute news of commission and court rulings, as well as a fine treatment of “Public Relations” by 
of Otto Wettstein, Jr. Where but in TELEPHONY would you turn for this chronology of events of today! 

n- 

th. The fine articles appearing from time to time, designed to inform and help us with the ever-increasing prob- 
‘ill lems of accounting and bookkeeping, surely bring us to the realization that we in the telephone industry should 
ry not overlook the journal in our reviews of the past and in plans for the future. TELEPHONY can always be 
he relied upon to give us several articles each year on this subject and it is with keen interest that we look forward 
an to their appearance. 

b- 

It is our constant hope that Webster’s definition of a journal in nautical parlance will not find a use in the 
a, telephone world. However, if we ever find ourselves at sea, I’m sure TELEPHONY will aid us in charting 
t- a course that will bring our ship safely to port. 

S, Francis X. Welch, in his weekly review of news in the Nation’s Capital, has accurately recorded the breath 

1g and pulse of official Washington. Surely in this day of multiplicity of legislation we need, more than ever be- 

he fore, to keep our thoughts in tune with our government. Mr. Welch’s articles have provided for this by thor- 
oughly covering legislation of interest to the telephone industry in easily understood articles, packed with val- 

» uable information. 

u 

to Definition 6: A journal is a newspaper, periodical or magazine. That TELEPHONY is all of this and 

se rightfully deserves its place with the magazines of today is evidenced by the recent changes made in modern- 

le izing its cover and typography. 

X- 

C- Without too much stretch of imagination I am sure we can all visualize TELEPHONY as a rotating shaft; 

‘i- constantly gathering information and news from far and near, it is distributed to the industry as power in the 

Ip form of knowledge, enabling each of us to better serve our vast industry. This shaft is constantly kept in place 

1e and is guided by the bearing. I like to think of that as composed of those pioneers and leaders through whose 

}] knowledge and guidance the industry has successfully weathered the depressions and economic collapses of the 

at past and today is a successful, sound institution—a business with a past, a present and a future. 

1 

Through TELEPHONY the entire telephone industry is not only reliably and accurately informed on the 
tried and proved methods and fundamentals in the conduct of the business, but as new developments are intro- 
duced we are quickly told through its pages. 

No business can remain in a healthy state, physically or economically, without proper care and attention to 
n its several departments. TELEPHONY has not neglected any phase of our operations. Its balanced diet of 
- timely articles covering the three main branches—traffic, commercial and plant—surely has been a benefit to 
n, the industry because it is a well-known fact that a three-legged stool will topple over when one leg is removed 
m or allowed to rot off through neglect. We could ask for no better authorities on their respective subjects than 
~ Mayme Workman, Ray Blain, Arthur L. Albert, B. C. Burden and other well-known contributors from the field. 
24 Eagerly I await each issue of TELEPHONY, and I heartily recommend it to everyone who has a keen taste 
” for his chosen life work and finds pleasure in perpetuating the traditions and ideals of this fascinating busi- 
ness—a journal of the industry, by the industry and for the industry. 

2 
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The Type 36Al C-A-X has a nominal capacity of 19 
lines, 4 links and 3 trunks. 
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Here’s what one telephone company thinks 
of Automatic Electric C-A-X's after many 
years of experience with them! 


ETTERS like this — a seasoned telephone executive's personal experience — speak 
volumes for the C-A-X method of small exchange operation. It is such approval from 
men who know, which makes us believe that the Automatic Electric C-A-X is the finest, 





most satisfactory and most economical small exchange equipment obtainable today. 


The unit-type C-A-X is not the result of a sudden brilliant inspiration. Rather it is the 
cumulative development of a half-century of creative effort—refined in a hundred small 
details as indicated in actual operating experience, beginning with the world's first 
automatic exchange installed at LaPorte, Indiana, in 1891. Literally hundreds of expert 
technical minds have made their contribution to the perfection embodied in today's 
C-A-X switchboards—so it's no wonder their operation is so smooth and free from 


trouble as to call forth unstinted approval from operating men everywhere. 


— 

We'd like to tell you the complete C-A-X story—about the standardized, unit sizes 
ak ae in which they are available—the instant, day-and-night service they provide—their 
wag self-contained, self-operating action, requiring a minimum of attention—but we haven't 
any has the space here to do so. Let us send you this information—without charge or obligation. 
aati Write for it—today! 
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AUTOMATIC < ELECTRIC 


MAKERS OF TELEPHONE, SIGNALING AND COMMUNICATION APPARATUS 
ELECTRICAL ENGINEERS, DESIGNERS AND CONSULTANTS 
Distributors in U. S. and Possessions: 


AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 1033 W. Van Buren St., Chicago, U. S. A. 
Export Distributors: AUTOMATIC ELECTRIC SALES COMPANY, LIMITED 
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The Type 36Al C-A-X has a nominal capacity of 19 
lines, 4 links and 3 trunks. 
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Here’s what one telephone company thinks 
of Automatic Electric C-A-X’‘s after many 
years of experience with them! 


ETTERS like this — a seasoned telephone executive's personal experience — speak 
volumes for the C-A-X method of small exchange operation. It is such approval from 
men who know, which makes us believe that the Automatic Electric C-A-X is the finest, 





most satisfactory and most economical small exchange equipment obtainable today. 


The unit-type C-A-X is not the result of a sudden brilliant inspiration. Rather it is the 
cumulative development of a half-century of creative effort—refined in a hundred small 
details as indicated in actual operating experience, beginning with the world's first 
automatic exchange installed at LaPorte, Indiana, in 1891. Literally hundreds of expert 
technical minds have made their contribution to the perfection embodied in today's 
C-A-X switchboards—so it's no wonder their operation is so smooth and free from 
trouble as to call forth unstinted approval from operating men everywhere. 
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We'd like to tell you the complete C-A-X story—about the standardized, unit sizes 
oa in which they are available—the instant, day-and-night service they provide—their 
oe self-contained, self-operating action, requiring a minimum of attention—but we haven't 
pany has i the space here to do so. Let us send you this information—without charge or obligation. 
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Hawaiian Company Honored 


John A. Balch, president of the Mu- 
tual Telephone Co., Honolulu, Hawaii, 
was honored at a large luau (native 
Hawaiian feast) upon the occasion of 
his retirement from active service on 
March 29. Mr. 
with an oil painting and a silver tea 
service by the directors and employes 
of the company. Approximately 800 
persons attended the luau which was 
Hawaiian style with 


Balch was presented 


given in real 





JOHN A. BALCH, president of the 
Mutual Telephone Co., 
Hawaii, for the past 14 years and con- 


Honolulu, 


nected with it for 33 years, retired 
from active service March 29. 


plenty of poi, squid and other Hawaiian 
delicacies. 

Congratulatory telegrams were re- 
ceived by Mr. Balch from Gen. James 
G. Harbord, chairman, and David Sar- 
noff, president of Radio Corp. of 
America; Walter S. Gifford, president 
of American Telephone & Telegraph 
Co.; T. C. Thompson, vice-president of 
American Automatic Electric Sales 
Company, and many others. 

Mr. Balch’s retirement ended a 
period of 33 years of service with the 
Mutual company, 14 of which he served 
in the capacity of president. He re- 
tained connection with the company 
by accepting the position of chairman 
of the board of directors. Alvah A. 
Scott succeeds Mr. Balch as president 
and was also reelected general man- 
ager of the company. 

Mr. Balch became interested in the 
communications industry upon his ar- 
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rival in Hawaii, March 15, 1907. 
Previously he had been engaged in 
mining. With C. J. Hutchins and 
others, in June, 1907, he purchased for 
$50,000 the Wireless Telegraph Co., 
operating between the islands, and 
became the company’s vice-president 
and manager. 

He set about to improve the system 
and erected the first Hawaiian ship-to- 
shore radio station at Kahuku Point, 
Oahu, which was completed in 1908. 
In 1909 he assisted in effecting the 
consolidation of the Wireless Telegraph 
Co. and the Mutual Telephone Co. and 
became vice-president of the telephone 
company. In 1911 he was elected treas- 
urer and executive officer of the board 
of directors. In March, 1926, he be- 
came president of the company. 

During his presidency not only have 
the islands of the territory been 
brought together by communication 
facilities but the world has been linked 
to Hawaii by wireless telephone. 

Under Mr. Balch’s direction the Mu- 
tual company purchased, in the years 
1913-1920, controlling interests in the 
four Independent telephone companies 
on the Island of Hawaii, the con- 
trolling interest in the Maui Telephone 
Co. in 1918, the Kauai Telephone Co. 
in 1928, and constructed the Molokai 
Telephone System in 1931, thus estab- 
lishing Mutual telephone. service 
throughout the five larger islands of the 
territory. In 1930, he negotiated an 
agreement with the A. T. & T. Co. 
for establishment of a radiotelephone 
system between the mainland and 
Hawaii and the service became a re- 
ality in 1931. 

During the World War Mr. Balch 
served as chairman of the district draft 
board for the Territory, resigning in 
1918 to accept a commission as lieu- 
tenant in the U. S. Naval Reserve. He 
served as district radio superintendent 
of the 14th Naval District, Pearl Har- 
bor, from June 5, 1918 to February 
28, 1919. 

Alvah A. Scott, the new president 
of the Mutual company, is a native 
son of Hawaii being born at Wainaku, 
Hawaii, May 7, 1887. He completed 
his education at Cornell University and 
was graduated in 1908 with a degree in 
mechanical engineering. He immedi- 
ately went to work in the shops of the 
Fore River Ship Building Co., near 
Quincy, Mass., where he remained until 
April, 1909. 





ALVAH A. SCOTT, new president of 
the Mutual Telephone Co., Honolulu, 


Hawaii, was born in Hawaii. He has 

had wide experience in business and 

engineering as well as in personnel 

management, in addition to serving as a 

telephone company director for a 
number of years. 


In 1909 he moved to Hilo, Hawaii, 
and had charge of the erection of a 
new boiling house and the rehabilita- 
tion of the mill machinery of the Hilo 
Sugar Co. On the completion of these 
projects he worked as night engineer 
and then went into the field as division 
overseer. In 1915 he became head 
overseer, succeeding to the manage- 
ment of the sugar company on January 
1, 1920, on the retirement of his father. 

In 1923 he joined the staff of the 
C. Brewer & Co., Ltd., as supervising 
inspector for all of the company’s 
plantations and held this position until 
his appointment as manager of the 
Honolulu Plantation Co., Aiea, in Jan- 
uary, 1926. 

Mr. Scott has had prior experience 
in the communications field having 
been a director of the old Hawaii Tele- 
phone Co. during his residence in Hilo. 
He became a director of the Mutual 
company in April, 1939, and was 
elected vice-president and_ general 
manager by unanimous vote. As presi- 
dent he brings to the Mutual company 
a broad background of successful busi- 
ness and engineering experience as 
well as an 


outstanding record of 


achievement in personnel management. 
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TELERING 


ECONOMY, RELIABILITY 


Order One NOW for a 30-day Free Trial 
z 


Reliable ringing service is 
essential in providing sat- 
isfactory telephone service. 


Use TELERING and pro- 
vide the MOST reliable 
service at the LEAST cost. 


CURRENT CONSUMPTION 
NEGLIGIBLE 


Positively No Radio 
Interference 


Directly converts Commer- 
cial Alternating Current to 
Telephone Ringing Current. 





You can always depend 


ONLY ONE CONTACT! 


upon our full co-operation 





and prompt service. 


PRICE $44.00 EACH 
F. O. B. Elyria e 


Sold by Leading Telephone Distributors 


TELKOR, Inc., ELYRIA, OHIO 

















GET THE FULL BENEFIT 
OF YOUR SUBSCRIPTION 


You would appreciate TELEPHONY more if 
you systematically saved each copy after you had 
read it. Often, you have no immediate need for 
the information contained in the article you are 
reading, but it will prove invaluable two, four or 
six months later. Requests for back numbers of 
TELEPHONY prove this. 

Realizing that we could be of considerable as- 
sistance to our readers if we could provide an 
easy, simple method of saving the magazine, we 
decided that a binder designed to our purpose 
would do just that very thing. 

We can now offer to our readers a very practi- 
cal binder—one that will enable you to insert each 
magazine into the binder after you have read it, 
without punching or mutilation of any kind. No 
cutting or pasting is necessary. No more dirty, 
torn or dog-eared magazines. The magazines can 
be removed at any time later if desired. You 
have the complete six months file of copies for 
ready reference. 

The binder is made of durable, leather grained 
imitation leather over stiff boards. It would be 
an attractive addition to any home or library. 


You will get full value out of TELEPHONY 
by saving your copies. The binder costs only 
$2.50 and it wiil last for many years. 

ORDER NOW. 


TELEPHONY PUBLISHING CORPORATION 


608 S. Dearborn St. Chicago, Il. 
Wabash 8604 














On large jobs 
and small ones 


PHILLIPS 
TELEPHONE CABLE 


gives trouble-free 
service 


Like the installation on the big bridge shown in the 
illustration, Phillips telephone cable is going into 
construction projects in many parts of the world. 
And for good reason, too. Under Phillips’ own con- 
trol from copper bar to finished product, Phillips 
cable is designed, manufactured, and tested to those 
high standards which insure long life with a minimum 
of attention. 


PHILLIPS 
WIRES and CABLES 


General Distributors 


Canadian Telephones & Supplies Limited 
284 King Street West, Toronto, Canada 
Montreal Brockville Winnipeg Regina Vancouver 


Export Distributors 


Automatic Electric Sales Company, Limited 
Chicago U. S. A. 
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Lincoln (Neb.) Company Denies 









RANK H. WOODS, president of 
F the Lincoln (Neb.) Telephone & 

Telegraph Co., told Examiner 
Kent of the National Labor Relations 
Board who is taking testimony at Lin- 
coln in a complaint filed by an A. F. 
of L. union alleging that the company 
fostered the organization of a company 
union, that he was shocked that the 
company had been cited in view of the 
fact that it had “leaned backwards” in 
its efforts to obey the Wagner law and 
to comply with NLRB regulations. 

“T was shocked and disappointed,” 
Mr. Woods said, ‘“‘when the complaint 
was filed against us. We never have 
in any way violated the provisions. In 
a sense I feel humiliated, and consider 
that the charges brought are absolutely 
untrue. They subject us to the ex- 
penditure of time and money and can 
accomplish no useful purpose. I do 
want to emphatically deny the charges. 
Nothing has been done by the company 
which is contrary to the law or the 
rules of the board.” 


Executives Deny Interfering with 
Forming of Unions 

Mr. Woods said that with John H. 
Agee, general manager of the com- 
pany, he conferred with Joe Watson, 
investigator for the NLRB; and he 
stated to Mr. Watson that the com- 
pany policy was that men in authority 
should “‘lean backward” in their hands- 
off policy in the matter of unions be- 
ing formed within the ranks of em- 
ployes. 

After a full discussion and presenta- 
tion of the facts as to what had been 
done to insure that no interference 
resulted, Mr. Watson said that the 
complaint was not serious and could 
be corrected if the company would post 
notices, a copy of which he handed the 
company officials. These were later 
posted at all exchanges. 

This notice contained a statement to 
company employes that it was their 
right to bargain collectively and that 
to interfere with administrative or or- 
ganization of a labor group constituted 
unfair practices. It assured employes 
that they were free to either join the 
union of their choice or remain non- 
members. 

Mr. Agee corroborated Mr. Woods’ 
testimony with respect to what Investi- 
gator Watson had said. He testified 
that immediately after he heard that 
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Wagner Act Violation 


an A. F. of L. union organizer had 
called a meeting of employes to dis- 
cuss forming of a unit in the plant de- 
partment, he called in all general super- 
intendents and all supervisors and 
others in authority, after the employes 
had started their own organization, and 
directed them to notify the men that 
the company was entirely neutral, and 
that no interference with their free- 
dom of choice or action would result. 

The NLRB case, now concluded, is 
built around the charge that Thad C. 
Cone, chief clerk for the construction 
department, who was most active in 
organizing the employes’ association, 
occupies such a position in the com- 
pany’s employ that his activities justi- 
fied the charge that the company was 
guilty of unfair practices. 

Two witnesses said that Mr. Cone 
had given them instructions as_ to 
work, but later Forrest E. Behm, gen- 
eral plant superintendent, testified that 
in doing so Mr. Cone was but carrying 
out instructions previously given him, 
and that the men whom he instructed 
did not even belong in his department. 

Another witness said that Mr. Cone 
had promised to get a job for his 
brother, and that the brother later was 
employed in the construction depart- 
ment. Records of the company showed 
that the brother had been in the em- 
ploy of the company ag messenger in 
the commercial department for some 
time, and that his transfer followed a 
routine of giving jobs to messengers 
when they reach the age of 21. 


No Advice Given to Employes 
Concerning Unions 

Mr. Behm testified that he had never 
directed any member of the organiza- 
tion to form an employes’ association; 
that he had never heard that anyone 
in his department had said he desired 
such a union formed, and that he had 
not directed anyone to solicit members 
or advise employes to join. He said 
that several older employes in his de- 
partment had sought his advice as they 
had on previous occasions on other 
matters, but that he told them he could 
not discuss the matter and that they 
must decide for themselves. 

Paul A. Schmeltzer, construction 
superintendent, testified that Mr. Cone 
had no authority to hire or fire any 
employe; that his status was that of a 
senior clerk whose services were used 


in carrying out the details of instruc- 
tions given him. Mr. Schmeltzer said 
that he had never advised any of his 
employes to join the company union, 
and had not discussed either union 
with any of them; nor had any of his 
supervisors. 


A. F. of L. Members Attend Open 
Employes’ Meetings 

In view of the charge frequently 
brought by laborites that employers use 
espionage methods to keep track of 
their activities, one bit of testimony 
was interesting. Several of the board’s 
witnesses testified that at the time they 
were members of the electrical work- 
ers’ union (the A. F. of L. local) they 
attended open meetings of the em- 
ployes’ association. 

After the board had finished its tes- 
timony William Aitken, chief counsel 
for the company, moved to dismiss. 
This was overruled by Examiner Kent, 
who, however, dismissed one count 
charging the company with having of- 
fered preferential discrimination which 
encouraged employes to become or 
remain members of the employes’ asso- 
ciation. Mr. Kent said there was no 
evidence to substantiate the charge. 

In arguing for a dismissal Mr. Ait- 
ken pointed out that the case rests 
upon the theory that through super- 
visors or other responsible officials, the 
company coerced employes into join- 
ing the employes’ association, but that 
complete failure to prove this has re- 
sulted. There is no substantial evi- 
dence of any use of company time or 
property and none whatever of use of 
company money. 

The fact is, said Mr. Aitken, the 
electrical workers’ union had nothing 
to offer employes in exchange for the 
$3 a month dues exacted of members. 
Of 1,000 employes, no more than 60 
ever attended a meeting called by the 
workers’ union and it now has but 24 
members. This lack of interest is eas- 
ily explained; employes already had 
death benefits, retirement pensions and 
other advantages greater and more 
numerous than the union organizer 
could offer. 

Mr. Aitken said that the delay in 
filing the complaint after a field exam- 
iner had reported to the company offi- 
cials that it was all a misunderstand- 
ing could be explained only on the 
theory that a labor organization was 
displaying its political power. 
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Commission and 
Court Activities 





Exchange Company to Rebuild 
Purchased Rural System 

Sale of the properties of the Lake 
Fremont Rural Telephone Co. to the 
Dunnell Farmers Telephone Co. of 
Dunnell, was authorized by the Minne- 
sota Railroad & Warehouse Commis- 
sion on May 2. The Lake Fremont 
company serves 14 subscribers over a 
rural telephone system consisting of 
approximately seven miles of pole line, 
carrying one grounded circuit, and re- 
ceived switching service through the 
Dunnell exchange. 

The Dunnell company agreed to re- 
build the properties of the rural com- 
pany and to convert the grounded, one- 
wire lines to metallic, two-wire lines. 
Upon completion of the rehabilitation 
of the telephone plant the Dunning 
company will put in force its rates and 
charges for rural service. 


— = 


Claims Residence Rate for 
Doctor's Telephone, Invalid 

The appellate branch of the New 
York Supreme Court on April 1 re- 
served decision on two appeals from a 
decision of Municipal Court Justice 
Nicholas M. Pette, Queens, N. Y., on 
July 8, 1939, ordering the New York 
Telephone Co. to pay Dr. Henry C. 
Eichacker of Ridgewood, a rebate of 
$131.56 on his bills and an additional 
$150 for counsel fees (TELEPHONY, 
July 22, 1939, page 29). 

Dr. Eichacker sued for, and won by 
Justice Pette’s ruling the difference be- 
tween the business rate he had paid 
from January 7, 1931, to October 1, 
1936, and the residential rate. His at- 
torney, E. F. W. Wildermuth, was 
awarded $150. 

The telephone company on April 1 
attacked the validity of Justice Pette’s 
ruling and Attorney Wildermuth ap- 
pealed from the counsel fee set and 
asked that it be referred back to the 
lower court for “proper” adjudication. 
Justices Harry E. Lewis, John H. Mc- 
Coey and Meier Steinbrink heard ar- 
gument. 

Ww WwW 


Rate Increases Approved 
for Clarence, Mo. 
The Western Light & Telephone Co. 
was authorized by the Missouri Public 
Service Commission on April 19 to in- 
crease rates in Clarence. The company 
had requested that rates for one party 
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business service be increased from 
$2.25 to $2.75 and one-party residence, 
$1.25 to $1.75. The business increase 
was authorized but the residence rate 
was only increased to $1.60. 

In its petition, the company ex- 
plained that although the suggested 
increases would raise income $2,170.56, 
compliance with provisions of the 
Wage-Hour law would readily absorb 
the additional revenue. It contended 
that since July 31, 1939, wages have 
increased $2,623.08. This under the 
old rates would leave a net revenue of 
only $1,140.08 before depreciation 
charges were deducted. Net revenue 
after depreciation would have amount- 
ed to $607.33. 

Gross value of the plant was listed 
at $34,556.36, with accrued depreci- 
ation of $5,386.81, leaving a net value 
of $29,169.55. Revenue for the year 
ending July 31, 1939, was $10,417.08 
and operating expenses were $6,- 
653.92. The balance left for deprecia- 
tion and return was $3,763.12. 
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Wisconsin Company Borrows 
to Metallicize Its Lines 

The Wisconsin Public Service Com- 
mission on April 30 authorized the 
Gilmanton-Dovers Telephone Co. to 
issue $5,000 principal amount of 4 per 
cent mortgage notes. The company 
stated that the funds were needed to 
metallicize its lines which have been 
paralleled by the Buffalo County Rural 
Electric Cooperative. 

It was estimated that the cost of the 
improvement will be approximately 
$5,000. A large portion of the neces- 
sary work has been completed and fi- 
nanced by promissory notes maturing 
in less than one year. 
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Warren, Ohio, Company 
Completes Rate Refunds 

Judge Mell G. Underwood of the 
United States District Court, Colum- 
bus, Ohio, on April 30 approved the 
final account of the Warren Telephone 
Co. of Warren, and entered a decree 
releasing the company of any further 
liabilities upon its bonds. 

The decree was entered after a hear- 
ing in which the court found that the 
company had refunded in full to all 
its subscribers, who could be located, 
the amount of rate refunds ordered by 
the court on February 10, 1934. 
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ting qualities are unsur- 


Following this action by Judge Un- 
derwood the company on May 1 pre- 
sented the entry of the court to the 
Ohio Public Utilities Commission which 
also approved the refunds, including 
those to unlocatable subscribers, to the 
city treasurers of Warren and Newton 
Falls and to the county treasurer of 
Trumbull county. In this approval the 
commission ordered the company and 
its sureties released from all further 
liability. 

This case is the last of the suspended 
rate cases of the Ohio commission, 
whereby the companies could by giv- 
ing bond, establish increased rates 
prior to affirmative action by the com- 
mission and date back from the year 
1931. 
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Pacific Bell Wins 
Washington Tax Suit 


The state of Washington lost a 
superior court case April 18 in which 
attempt was made to collect the com- 
pensating tax on purchases made out- 
side the state by the Pacific Telephone 
& Telegraph Co. Judge John M. Wil- 
son, in the telephone case, said the 
purchases were for both intrastate and 
interstate use and could not be segre- 
gated; therefore, the tax could not be 
collected. 

The state sued on three causes, for 
$19,661 under the original compen- 
sating tax law, or for $40,881 under 
the 1939 amendment which made the 
tax retroactive, or for $1,284 under 
the sales tax law, if the other two 
failed to hold. 

The tax commission said the case 
would be appealed. 
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Common Stock Issue 
Approved for Wisconsin Bell 

The Wisconsin Telephone Co. was 
authorized on March 30 to issue $5,- 
000,000 of common stock by the Wis- 
consin Public Service Commission. 

Funds obtained through the sale of 
the stock will be used to retire $49,- 
747,000 par value 7 per cent cumula- 
tive preferred stock now outstanding 
or to reimburse the company’s treasury 
for money used for this purpose or for 
additions and extensions to its tele- 
phone plant. 

“The total authorized common stock 
of the company at the present time is 
$40,000,000, all of which has been is- 
sued,’”’ the commission said. The com- 
pany informed the commission its arti- 
cles will be amended to increase this 
provision to $45,000,000. 

Upon conclusion of the proposed re- 
demption of the preferred stock, there- 


fore, the entire capitalization of the 
company will be represented by com- 
mon stock, the commission explained. 
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Independent Denied Right 
to Extend Rural Line 


Application of the Dodge County 
Telephone Co. to extend its lines to 
serve one farm resident in Lowell, 
Dodge county, now served by the Wis- 
consin Telephone Co., was denied by 
the Wisconsin Public Service Commis- 
sion on April 24. The applicant, a 
trucker living between Juneau and 
Lowell, desired service from the 
Dodge County company because some 
of his patrons are served by that com- 
pany and object to paying toll charges 
to reach him by telephone. 

The Wisconsin company objected on 
the ground that the extension would 
mean intrusion upon what has gener- 
ally been recognized as a boundary 
line in the operation of the two ex- 
changes. 
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Summary of Commission 
Rulings and Hearings 
Illinois Commerce Commission 

April 30: The commission suspend- 
ed until September 10, the higher rates 
proposed for service in Lawrenceville 
by the Illinois Commercial Telephone 
Co. The suspension will enable the 
commission to study the reasonableness 
of the proposed increases. 

May 7: Hearing in Springfield on 
application of Illinois Valley Telephone 
Co. for an order approving increased 
rates for local exchange and rural ser- 
vice in Morton, to be effective upon 
the installation of automatic equip- 
ment. 

May 7: Hearing in Springfield on ap- 
plication of Illinois Commercial Tele- 
phone Co. for authority to discontinue 
operation of its exchange at Iroquois, 
and to render service to Iroquois sub- 
seribers from its Sheldon exchange. 

May 8: Hearing in Springfield on 
application of Illinois Central Tele- 
phone Co. for an order approving in- 
creased rates for local exchange and 
rural service in Washington. 

May 8: Hearing in Springfield on 
application of Illinois Commercial Tele- 
phone Co. for authority to (a) issue 
and sell $5,750,000, 30-year, _first- 
mortgage bonds with interest rate not 
to exceed 4 per cent per annum; (b) 
to retire the presently outstanding is- 
sue of $5,700,000, first-mortgage 5 per 
cent bonds, and (c) to issue and sell 
53,763 shares of common stock of no 
par value. 


Kansas Corporation Commission 

May 21: Hearing on application of 
Southwestern Bell Telephone Co. for 
permission to file rates for hotel pri- 
vate branch exchange service. 

May 27: Hearing on complaint of 
the Central Kansas Telephone Co., 
Inc., against the Katy Telephone Co. 
of Elsmore. The complaint claims the 
Katy company invaded the exchange 

(Please turn to page 35) 
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Management Problems Reviewed 
At Conference of Independent Executives 


(Continued from page 13) 


switchboard operators was reviewed 
by Mr. Agee and the decision of the 
Wage-Hour Administration given 
which specifies a minimum rate of 
25 cents an hour for 320 hours pro- 
vided the companies answer satisfac- 
torily a number of questions and 
conditions. 

A separate application has to be 
made covering each exchange in 
which it is desired to employ a be- 
ginner. Notices of intent to apply 
for a certificate must be posted in 
an exchange and if the certificate is 
granted it will be good only until 
December 31, 1940. 

The association’s committee has 
filed a protest and asked for a re- 
view of the order. 

“As we regard the situation to- 


day,” continued Mr. Agee, “the In- 
dependent telephone industry is 
confronted with the necessity of 


constantly protesting interpretations 
and rulings of the wage-hour divi- 
sion, which are made to control 
working conditions in industries 
that are free to regulate their prices 
and adjust their business, unham- 
pered by laws which the various 
states and the federal government 
have enacted for the purpose of reg- 
ulating the telephone business. 

“Our protests are courteously re- 
ceived, but it is difficult to obtain 
prompt and definite decisions. It is 
true that the Wage-Hour staff is 
confronted with questions and com- 
plaints from hundreds of other 
sources than the Independent tele- 
phone group. It is likewise true 
that, if the newspaper reports are 
correct, the Administrator has told 
Congress that he does not have suffi- 
cient personnel and sufficient appro- 
priations to enforce the law impar- 
tially throughout the country. 

We have now had nearly two year¢ 
of this experience. Have we ar- 
rived at the place where the public 
is sufficiently familiar with the 
Wage-Hour law and its strict re- 
quirements, so that we should dis- 
continue presenting our difficulties 
to the wage-hour division and in- 
stead go to our patrons and tell them 
the extra financial burden which the 
Wage-Hour law imposes upon us and 
which we in turn cannot carry with- 
out asking the patrons to pay the 
bill? 

In many of the cases we studied 
last year an increase of 10 to 25 
cents per month would meet the ad- 
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ditional labor costs in exchanges 
with more than 500 stations. 

We think this question should be 
openly and frankly discussed and 
that we recognize the fact that, after 
all, we are in the public service 
business and the public should be 
willing to pay the cost of providing 
that service when through their 
duly-elected representatives they en- 
act laws which immediately and 
directly add to our costs.” 

Plant Committee Welcomes 

Suggestions for Activities 

Opening the second day of the 
conference on Thursday morning, 
May 2, Executive Vice-President 
Louis Pitcher briefly reviewed the 
first day’s activities and compli- 
mented those in attendance upon 
their close attention to the subjects 
discussed. The meeting was then 
turned over to Walter Dakin, Madi- 
son, Wis., chairman of the associa- 
tion’s plant committee, and general 
plant superintendent, Central Group 
Operating Companies, General Tele- 
phone Corp. 

Mr. Dakin explained the plant 
committee’s aims and purposes, and 
urged members to forward to the 
committee any suggestions which 
will aid in making it of more value 
to the association. 


Frequency Modulation and 
the Telephone Industry 
Following Mr. Dakin’s remarks, 
F. A. Genin, Madison, Wis., trans- 
mission engineer, Central Group 
Operating Companies of the General 
Telephone Corp., discussed ‘“Fre- 
quency Modulation and Its Possible 
Effect on the Telephone Industry.” 
The beneficial aspects of frequency 
modulation as given by Mr. Genin 
are: (1) The assurance of static 
and noise-free reception, and (2) 
improved fidelity of tone. It is 
claimed the sounds are so real and 
natural that it will no longer be 
necessary for broadcasters to have 
sound effects because such things. as 
crumpling of paper in the hands 
sounds like the crumpling of paper. 
The frequency modulation broad- 
casters accomplish such improve- 
ments by using a wave-length band 
five times as wide as the amplitude 
modulated system. Therefore, they 
are able to transmit all of the fre- 
quencies with a substantially flat re- 
sponse curve up to 18,000 cycles. 
“The big point that may have its 
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| effect on the 


telephone industry,” 
said Mr. Genin, “is that the chain 
programs may be able to do away 
with telephone wires for carrying 
the program from one section of the 
country to the other by the use of 
frequency-modulated relay stations. 
This itself is enough to give the 
telephone industry a headache, espe- 
cially the large operating companies 
that supply the wires for our broad- 
casting networks. 

“One of the advantages of using 
wires for program transmission to- 
day is that it eliminates static and 
fading which is quite important be- 
cause if wires were not used there 
would be many times when it would 
be impossible to receive your favor- 
ite radio programs... . 

There have been successful dem- 
onstrations of program transmission, 
without the use of wires, with fre- 
quency-modulated relay stations dur- 
ing severe electrical storms. In 
fact it is claimed that with a direct 
hit on the transmitting antennae, 
only a mild click would be heard in 
the receiver.” 

In concluding his interesting dis- 
cussion Mr. Genin stated that it 
would take time for frequency modu- 
lation to reach the high stage of 
development that amplitude modu- 
lation broadcasting has reached and 
that he believed program wires 
would be developed which will be 
capable of high fidelity reproduction. 


Valuable Work Performed by 
Accounting Committee 

I. J. Devoe, Lincoln, Neb., chair- 
man of the association’s accounting 
committee, reported on his commit- 
tee’s activities. He described the 
three-day conference held in Wash- 
ington, D. C., January 22, 23 and 24 
on the proposed revisions of the 
FCC’s annual report Form M for 
Class A and B telephone companies. 

Mr. Devoe stated of the 69 rec- 
ommendations and suggestions made 
at the conference three would have 
proved expensive and _ undesirable 
from the standpoint of the Independ- 
ent telephone companies. The three 
proposals, which were opposed by 


the association’s accounting com- 
mittee, were: 
(1) Recommendation No. 39T, 


which proposed the segregation of 
data between toll and exchange— 
plant, central office equipment, build- 
ings, toll-circuit equipment and 
switching equipment; the latter to 
be divided between equipment used 
exclusively for toll operations and 


| used for combined toll and exchange 


operations. 


(2) Suggestion No. 63C, which 





1. J. DEVOE, Lincoln, Neb., chairman 


of the association's accounting com- 


mittee, reported on his group's activi- 
ties and described the conference held 
in Washington, D. C., on the proposed 
revisions of the FCC's annual report 


Form M. 


would have required telephone com- 
panies to classify instruments in 
service, or “left in,” into handsets 
(self-contained and other types), 


desk sets and wall sets of various 
kinds. 
(3) The third undesirable sug- 


gestion concerned proposed changes 
of FCC Instruction No. 26 covering 
continuing property records or per- 
petual inventory as provided in the 
present system of accounts. 

Mr. Devoe said that the with- 
drawal of these proposed routines 
proved “that it does pay to look into 
matters as they come up.” Although 
the continuing property record issue 
is still pending, the committee be- 
lieves that its present form will not 
be radically changed. 

The meeting was then turned over 
to Executive Vice-President Pitcher 
who discussed the beneficial results 
of the conference in which Mr. De- 
voe, Ranford Dunlap, Fort Wayne, 
Ind., C. D. D’Aoust, Madison, Wis., 
and himself had participated and 
stated that one item alone—the pro- 
posed classification of instruments 
would have cost the Independent in- 
dustry $600,000 just to obtain the 
required information. 

Regarding the suggested changes 
to the continuing property record, 
Mr. Pitcher stated that figures pro- 
duced by the national association at 
the conference proved that the Bell 
System received 6% cents net rev- 
enue per day per station, while the 
Independents earned only 4% cents 
per station per day. He believes the 
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Of interest to all in attendance was 


the excellent report on "Division of 
Revenues Derived From Joint Toll Un- 
dertaking,” presented by EDWIN M. 
BLAKESLEE, of Madison, Wis., chair- 


man of the toll compensation committee. 


FCC realizes the Independent indus- 
try is limited in the amount of ac- 
counting which it can perform. 

Mr. Pitcher estimated that through 
the national association’s activities 
in aiding to prevent various account- 
ing proposals from becoming effec- 
tive, some ten million dollars had 
been saved the Independent com- 
panies. 

J. T. Sadler, auditor of the Caro- 
lina Telephone & Telegraph Co., 
Tarboro, N. C., and member of the 
association’s accounting committee, 
discussed some of the major ac- 
counting problems created by the 
Wage-Hour law and the Federal 
Social Security Act. 

He stated that although the 
Wage-Hour Administration can- 
not require a company to main- 
tain a definite form or prescribe the 
use of any specified record, it does 
expect that all companies shall 
maintain records that will furnish 
the required information on em- 
ployes’ hours and salaries. 

Following Mr. Sadler’s explana- 
tions of the various accounting 
requirements there was some dis- 
cussion but it dealt with interpre- 
tations of the law rather than with 
accounting. The comments indi- 
cated that although wishing to com- 
ply with the law many telephone 
men are puzzled and in doubt on 
a number of points. 


Report on Division of 
Toll Revenues 
The final speaker of the Thurs- 
day morning session was Edwin M. 
Blakeslee, Madison, Wis., chairman 
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of the association’s special toll 
committee and connecting company 
agent of the Central Group Operat- 
ing Companies, General Telephone 
Corp. Mr. Blakeslee reviewed the 
work of the committee and de- 
scribed the original concept of the 
committee’s assignment, the prog- 
ress to date and future expecta- 
tions. 

He said that the committee, after 
analyzing the toll traffic and com- 
pensation agreements offered by 
the various Bell companies, had 
drafted a model agreement and 
settlement form. These with the 
committee’s report and recommen- 
dations were submitted to the board 
of directors of the national asso- 
ciation on October 10, 1939. With 
the approval of the directors the re- 
port was transmitted to the Ameri- 
can Telephone & Telegraph Co. on 
November 21. 

The committee report and recom- 
mendations contained suggestions 
with respect to compensation and 
basis of settlement, recommended 
that uniform operating practices be 
adopted and adhered to by Inde- 
pendent and Bell System compan- 
ies, and proposed the adoption of a 
standard traffic agreement. 

The committee’s study, Mr. 
Blakeslee stated, was made on the 
premise of what was uniform in the 
contracts of the various Bell com- 
panies. It was found that there 
was a wide variation in_ the 
amounts paid to Independent com- 
panies, due not only to differences 
in the level of compensation but 
also to the varying treatment ac- 
corded to same or similar situa- 
tions. 

He refrained from comments 
upon slight variations and stated 
it is quite probable that many dif- 
ferences in the presently effective 
toll traffic agreements reflect only 
the individual opinions and per- 
sonal preferences of those officials 
who had most to do with the draft- 
ing of particular toll contracts. 

The levels of compensation pro- 
vided in the schedules of any par- 
ticular Bell company, Mr. Blakeslee 
said, were a matter for determina- 
tion by and between that particular 
associated Bell company and its 
connecting companies. The A. T. 
& T. Co. could make a permanent 
and lasting contribution by influ- 
encing its system companies to 
adopt a more uniform contract 
which would recognize the needs 
of the Independent connecting com- 
panies occasioned by the effects of 
such adverse factors as the wage 
and hour requirements and toll rate 
reductions. 
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The purpose of the report was to 
furnish sound arguments for nego- 
tiations which the Bell would have 
to meet squarely. 

After 3% months had elapsed, 
without word from the A. T. & T. 
Co. as to its attitude toward the 
proposals, Mr. Blakeslee wrote to 
company officials on March 14 ask- 
ing if they could give their reac- 
tions. On April 4 he received a 
reply from the A. T. & T. which 
stated that the report was in the 
hands of the individual Bell System 
companies and reply was impos- 
sible until the reactions of the 
respective companies had been re- 
ceived. However, the letter inferred 
that the committee might have a 
reply in time for the spring con- 
ference. 

On April 16 President J. F. 
O’Connell of the association and 
Mr. Blakeslee went to New York 
City to impress upon A. T. & T. offi- 
cials that positive action be had 
before the spring conference. Presi- 
dent O’Connell was advised April 
27 by the A. T. & T. Co. that re- 
sponses had been received from all 
the Bell companies and the major- 
ity had agreed with the recom- 
mendations of the _ association’s 
committee and some were already 
in effect. 


“T feel confident,” said Mr. 
Blakeslee, “that association mem- 
bers will find the Bell glad to dis- 
cuss any traffic practices.” He 
referred to the new toll contract 
that the Illinois Bell Telephone Co. 
is offering to its connecting com- 
panies and which incorporates 
practically all the recommendations 
of the association’s committee. He 
discussed some parts of this new 
toll agreement. He pointed out that 
where the payment to connecting 
company was 16.4 cents, it is 20 
cents under the new contract. On 


a 50 cents average message, the 
connecting company receives an in- 
crease of approximately 25 per 
cent. 


Mr. Blakeslee stated that much 
credit should be given to the IIli- 
nois Bell Telephone Co. for its co- 
operation and leadership in the 
movement for an increase in the 
amounts paid connecting compan- 
ies. “If the Illinois experience is 
a criterion of what other Bell com- 
panies will do,” he said, “we can 
look forward to the future with 
considerable hope.” 


The point has been reached, said 
Mr. Blakeslee in concluding his 
comments, where negotiations may 
begin with the Bell companies. A 
memorandum which set forth de- 


tails of schedules that he then 
read has prepared the way for 
these negotiations with the Bell 


companies. He expressed his opin- 
ion that companies throughout the 
country will soon begin to feel and 
experience the tangible and mate- 
rial benefits from the work of the 
committee. 


Group Insurance as Providing 
Additional Benefits 

The first speaker at the conclud- 
ing session on Thursday afternoon, 
discussed “The New Social Security 
Act and the Need for Supplemental 
Benefits.” For this address, Execu- 
tive Vice-President Louis Pitcher 
introduced Joshua B. Glasser, pres- 


ident, Group Millionaires Club, 
Equitable Life Assurance Society, 
Chicago. 


Mr. Glasser gave an outline of 
the requirements of the amended 
Social Security Act and discussed 
the principal changes in the act. 
He briefly sketched the financial 
framework of the old age insurance 
system and then took up the pay- 
ments to be made, which are known 
as the “federal old age and sur- 
vivors’ insurance benefits.” He 
gave illustrations of the benefits in- 
cluding insurance benefits of chil- 
dren and widows. Lump sum pay- 
ments were next given considera- 
tion. 

The speaker stated that a person 
who is sick or hurt is not covered 
by workmen’s compensation and 
that the hospitalization plans of 
insurance companies for individ- 
uals are being changed and re- 
stricted. The average person is 
hospitalized ten days a year. Asa 
result of studies, group insurance 
has been worked out. Persons not 
covered under hospitalization and 
surgical group plans do not get the 
service and this results in disabil- 
ity as they neglect surgical and 
other preventive measures that re- 
duce “lost time.” Hence hospital 
and surgery group plans do de- 
crease disability rates of employes. 

When a person dies social secu- 
rity insurance pays about $50 and 
there is a definite need for addi- 
tional insurance to pay funeral and 
other expenses. Group life insur- 
ance takes care of that. 


The best kind of a supplemental 
insurance plan, stated Mr. Glasser, 
is one in which both employer and 
employe pay. The government is 
encouraging companies to adopt 
these plans by permitting deduc- 
tions as operating expense and not 
subject to social security taxes. The 
pension plans are a stabilizing in- 
fluence on employes. They please 
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employes as well as remove the 
high cost of surgical fees and help 
safeguard happiness and health. 


Possibilities of Planned 
Advertising and Selling 


Leland Wright, of Alexandria, 
Minn., chairman of the commercial 
committee of the national associa- 
tion, took the chair following Mr. 
Glasser’s address. Mr. Wright re- 
ferred to the matter of costs being 
the theme of various addresses dur- 
ing the conference and stated that 





LELAND WRIGHT, 
Minn., 


commercial committee, was in charge 


of Alexandria, 
chairman of the association's 


of the commercial conference at the 
recent meeting. 


the duty of the commercial depart- 
ment is to get “cash.” 

Sterling Peacock, vice-president, 
N. W. Ayer & Son, Inc., Chicago, 
was then introduced by Mr. Wright. 
Speaking on “A Man-Sized Job” he 
considered the possibilities of 
planned selling and advertising in 
the telephone business, individually 
and collectively. 

Mr. Peacock, in the course of his 
interesting factual and _ inspira- 
tional address, presented a number 
of suggestions regarding possibili- 


ties in merchandising the _ tele- 
phone. He declared that, in his 
opinion, there is a very definite 


place in the everyday business op- 
eration of the telephone company 
for the use of a well-organized plan 
of promotion. 

He recommended a survey of the 
Independent companies. After a 
survey of the companies’ problems 
and activities has been completed 
it might be found desirable to set up 
in the national association’s offices 
a division of advertising, sales pro- 
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motion, publicity and public rela- 
tions which should be a creative 
business department. 

The underwriting of these activi- 
ties would call for a comparatively 
small amount of money, he stated. 
It has been suggested that some of 
the equipment manufacturers 
might be willing to join in carrying 
the cost of a well-thought-out sales 
plan. 

Mr. Peacock’s address was care- 
fully followed and listened to at- 


tentively. Undoubtedly his sug- 
gestions will be given thoughtful 
consideration by the Independent 


industry for it is generally recog- 
nized that some form of _ sales 
promotional work is needed, partic- 
ularly in the rural territories and 
in small towns. His address appears 
in full on other pages of this issue. 

With a few words relative to the 
success of the conference, Execu- 
tive Vice-President Pitcher ad- 
journed the meeting. 


— 


Increased Business Requires 


Added Facilities at Gering, Neb. 


Otto W. Fuerst, president and gen- 
eral manager of the Platte Valley 
Telephone Corp., Scottsbluff, Neb., has 
announced that increased volume of 
business will make necessary the estab- 
lishing of a first-class office at Gering. 

Because of the wage-hour law it 
will also be necessary to double the 
present force. Government subsidies 
to sugar beet growers have brought 
back prosperity to the North Platte 
valley, and Gering, along with other 
towns, has been growing. 

Of the more than 3,000 stations 
served by the company in Nebraska 
and Wyoming, more than 500 are lo- 
cated in Gering, which is located di- 
rectly across the river from Scotts- 
bluff. Each has a large sugar factory. 
Mr. Fuerst said that the changes con- 
templated would call for an increase 


in local rates. 
vv 


Bell Stations in Service 


Reach New Record High 


Principal subsidiaries of the Ameri- 
can Telephone & Telegraph Co. re- 
corded a net gain of 84,600 telephones 
in service in April, compared with 
82,800 in the previous month and 
66,500 in April, 1939. 

Net telephone gain for the first four 
months of this year amounted to 344,- 
800 stations against 281,700 in the 
1939 period. 


As of April 30 there were 16,880,- 


200 telephones in the Bell System, a 
record high. 
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@ Weatherproof, Reversi- 
ble Sliding Cover 


@ Cast Cable Chamber 


The ‘Reliable’ R U Cable Ter- 
minal is long established in the 
field and is ruggedly constructed to 
outlast the cable itself. The large 
flat fanning plate provides freedom 
to connect wires and to make peri- 
odic inspection. Its detachable 
mounting bracket materially facili- 
tates mounting. Weatherproof slid- 
ing cover is held securely in place 
while connections are made. Sam- 
ple will be forwarded for inspec- 
tion upon your request. 
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A Man-Sized Job! 


the A. T. & T., Mr. Gifford made 
this statement: “The Bell System 
also accepts as a duty the explana- 
tion of its organization, policies and 
practices to the public by official 
statements and advertisements in or- 
der that all may know how its affairs 
are conducted.” 

Think of it! A policy established 
32 years ago has been maintained 
year-in and year-out without a single 
lapse or break in the program. The 
advertising of the A. T. & T. and 
the Bell companies has covered the 
widest possible range of activity. 
Much of its advertising sells—sells 
the use of the telephone and sells 
its services. All is carefully planned, 
based upon a knowledge of national 
and local marketing characteristics 
and conditions and built upon a 
foundation of factual information. 
As a matter of fact, I am sure you 
will agree with me that this program 
of advertising has been of definite 
benefit and value to each of you. 

Much of the circulation of their 
national and farm magazine advertis- 
ing goes into your territories. Only 
this week (April 29) the A. T. & T. 
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inaugurated a coast-to-coast chain 
broadcast radio program. The wide 
coverage of this program will like- 
wise, in many cases, enter your ter- 
ritories, all in the interest of the 
telephone business generally. Isn’t 
it a fact that all telephone companies 
are in a common enterprise and what 
may be done constructively by any 
one of them benefits all? 


Steps in a Plan for Promoting 
Telephone Service Sales 


Now, just what can you do, as 
members of the national association, 
to help each of you? Basically, your 
revenues must come from: (1) In- 
creasing the number of your sub- 
seribers; (2) selling extension ser- 
vice; (3) improving your re-grade 
position, and (4) sale of more toll 
service. 

I would like to recommend that 
you give consideration to the ap- 
pointment of a committee, selected 
from your members and representa- 
tive of various classifications of ex- 
changes and territories, to take the 
necessary steps to have a study made 
in order to find out: First, the sales 
problems of your individual mem- 
bers, and second, how you are meet- 
ing those problems. 

The next step in such a study 
would be to make a start in the direc- 
tion of securing factual material 
about your individual markets or 
territorial characteristics. It is ap- 
parent to me, as a layman, and 
strictly from a merchandising stand- 
point, that there are bound to be 
many differences in marketing char- 
acteristics throughout the areas you 
serve which, in turn, are bound to 
call for specific or custom-made 
treatment. 

The third step in such a study 
should be directed toward determin- 
ing just what each of you do promo- 
tionwise in the conduct of your 
businesses today. Many of the com- 
panies represented in this associa- 
tion are handling their promotional 
activities effectively and efficiently 
and their experiences, if made avail- 
able to all, would be very helpful. 

After such a survey as I have 
briefly outlined, and which would no 
doubt be amplified by the members 
of the committee proposed, has been 
completed, you will then _ have 
reached the point where you can 
logically ask yourselves the ques- 
tion: “What should we do about it?” 


Without having the benefit of the 
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facts disclosed by such a study, but 
with a slight knowledge of at least 
the geography involved and the vari- 
ous characteristics of your member- 
ship, in my opinion there is no place 
in the operation of the Independent 
telephone industry for a_ so-called 
overall, broad coverage plan of ad- 
vertising and sales promotion. 

There is no place for an air trans- 
port type of job, for a railroad asso- 
ciation type of plan, for a “Drink 
More Milk’’ type of propaganda. 
Your business just does not lend it- 
self to this sort of thing. 

On the other hand, you are in a 
very strategic position for the suc- 
cessful utilization of a promotional 
activity. You all sell exactly the same 
thing—telephone service. You have 
practically no comparable competi- 
tion. Each of you, therefore, pro- 
vides a laboratory for the develop- 
ment and testing of sales plans. 


Creative Business Department 
Vight Be Desirable 

I feel confident that when such a 
survey of your problems and activi- 
ties has been completed you may find 
it highly desirable to set up in the 
offices of your national association 
a division of advertising, sales pro- 
motion, publicity and public rela- 
tions which would serve the interests 
of all. 

Such a division should be manned 
by a trained advertising and mer- 
chandising individual — a man who, 
as the result of his ability to under- 
stand local conditions, could definitely 
develop for you custom-made sales 
and promotional ideas fitted into 
your particular requirements; a man 
who would understand the proper 
application of advertising appeals. 
For example, the social use of the 
telephone, the business use of the 
telephone, the importance of the tel- 
ephone to the farmer and the farm- 
er’s family, presented to him in the 
farmer’s language; the arguments 
found most productive in the sale of 
extensions, the advantages of re- 
grades, etc. 

This division should be a creative 
business department. It should see, 
for example, that you had the oppor- 
tunity to take advantage of timely 
appeals to the telephone subscriber 
and potential subscriber. Just re- 
cently a reduction in long-distance 
rates went into effect. I am wonder- 
ing how many took advantage of this 
development by tying your own local 
service into this timely new appeal. 
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This suggested division of the na- 
tional association could also act as: 


(1) A clearing house for the promo- 
tional activities of the individual mem- 
bers. 

(2) It could search for sales ideas, 
and the dissemination of such infor- 
mation would be a part—and an im- 
portant part—of its responsibility. 

(3) Its activity could encompass not 
only an interchange of selling ideas, 
but the actual development of adver- 
tising material in all of its logical ram- 
ifications. 

(4) It could stimulate publicity, ad- 
vise on how to localize your material, 
how properly to make use of your 
press contacts; how to capitalize, for 
example, on improvements in equip- 
ment that you may initiate from time 
to time in the interest of your sub- 
scribers. 

(5) It could develop and distribute 
educational films, radio scripts and ra- 
dio recordings for use on local sta- 
tions. 

(6) It could plan for open houses, 
demonstrations and other forms of pro- 
motional activity. 

(7) A part of the work of this divi- 
sion might well be to analyze what the 
Bell companies have, or plans which 
they might be employing, which could 
be applied to the further development 
of your business. You know the will- 
ingness of the Bell companies to coop- 
erate with you in the interest of the 
whole industry. 


You have had presented to you 
many times syndicated advertising 
services. Do not confuse the broad 
operation of a division, such as I am 
proposing, with syndicated services. 
As a matter of fact, the value of such 
a division, efficiently manned, is un- 
limited. The help it could extend to 
all members of the association is 
tremendous. 


Consideration Should Be Given 
Proposed Plan 

The secret of the success of such 
an operation will depend upon four 
things: 

Your enthusiastic endorsemen: 
and cooperation with the division; 

The experience, practical knowl- 
edge and vision of the division direc- 
tor and his staff; 

The financial underwriting of the 
project, and, 

That you give it a fair trial, and 
that your outlook should be one for 
the long pull—a matter of years and 
not months. 

Speaking of costs, I have been led 
to believe by some of your members, 
that the equipment manufacturers 
might be willing to join in under- 
writing the cost of a well thought- 
out sales plan. Naturally, this is a 
very fine expression of cooperation 
and commendation. Just what the 
basis of their participation might be 
is a matter, of course, that would 
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have to be worked out between you. 

I do know the pitfalls which are 
generally faced in the starting of 
any association effort. Such a move- 
ment is generally loaded with dyna- 
mite. However, I commend to your 
consideration the two major steps 
proposed: First, the making of a 
survey of your business from a sales 
and promotional angle, and second, 
the formation of your clearing house 
or division of promotion. 

May I point out what seems to be 
a parallel between the manner and 
method which the proposed promo- 
tion committee and the division of 
promotion can serve the members of 
the Independent association and the 
way the A. T. & T. headquarters’ de- 
partments serve the associated com- 
panies. As you know, the A. T. & T. 
through their various departments, 
as well as through the Bell Labora- 
tories and the Western Electric, fur- 
nish information and advice on all 
phases of the telephone business to 
the associated companies. 

Another factor which I have kept 
in mind in making these proposals 
is the cost involved. The underwrit- 
ing of these activities would call for 
a comparatively small sum of money. 

The opportunity is clearly pre- 
sented for you to capitalize upon the 


value of the force of sales promotion. 
I have endeavored to chart a course 
for your consideration and, in part, 
to answer the question: “What can 
the Independent telephone companies 
do to increase their volume of busi- 
ness, and to create a better under- 
standing on the part of the public as 
to the importance of telephone serv- 
ice in those communities in which 
they operate?” 

There is no miracle for you to per- 
form; no rabbits to be pulled out 
of hats; no problems to be solved 
overnight. 

It has been with considerable hes- 
itancy that I have gone so far as to 
make definite recommendations, for 
I am a firm believer in the fact that 
normally no conclusions should be 
reached about a given problem until 
a thorough knowledge of the prob- 
lem and of the business has been ob- 
tained. Hence my emphasis that your 
first step should be a survey of your 
situation. 


, 


OBITUARY 


LYNDON H. JOSEPH, prominent in 
telephone matters in Bogota, Colombia, 
South America, passed away suddenly 
April 22 at his home in Bogota. 


Put These Money-Savers On All Your Lines 
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HEMINGRAYS don’t tax your operating budget. They 
actually save money because they outlive poles, hardware 
and crossarms; “keep up their money-saving efforts for 
50 years” — one prominent utility reports. 


85-YEAR OLD secret glass “batch-mix,” plus Owens- 
Illinois quality-controlled production, results in 
) Hemingrays free of voids, stresses and strains...so 
homogeneous that sudden changes of temper- 
| ature leave them unimpaired to work perfectly 


through sun, rain, hail, snow and sleet. 


LOW IN COST and long in service-life . <3 
sold only by principal jobbers. 





16. Get samples. 
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3 Favorites On Rural Lines 


Hemingray Number 42, with its long leakage 
path keeping “toll” lines trouble free. Num- 
ber 9, with its fast moisture run-off petticoat 
and sturdy, all-purpose Hemingray Number 








OWENS-ILLINOIS 


HEMINGRAY Telephone & Telegraph Insulators - LOWEX Power Insulators 
Export Agents: International Standard Electric Corp., New York 
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SUMMARY OF COMMISSION 
RULINGS AND HEARINGS 


(Continued from page 26) 


territory of the Central Kansas com- 
pany’s exchange at Moran. 

May 27: Hearing on application of 
Central Kansas Telephone Co., Inc., 
for authority to make changes in rates 
in Westphalia. 

May 28: Hearing on application of 
Central Kansas Telephone Co., Inc., 
for authority to make changes in rates 
in Harris. 


Minnesota Railroad Warehouse 
Commission 
May 2: Central Electric & Tele- 
phone Co. authorized to increase rates 
in New Richland. The new rates are: 
One-party business, $3.00; business ex- 
tension, 75 cents; one-party business, 
$2.00; four- party business, $1.75; resi- 
dence’ extension, 50 cents; rural multi- 


party, $1.50; desksets, within base rate 
area, no extra charge: rural desksets, 
additional charge of 25 cents per 


month; handsets, additional charge of 
25 cents per month for two years. The 
rural multi-party rate becomes effective 
January 1, 1941, and all other rates 
are effective June 1. 

May 2: Dunnell Farmers Telephone 





Gusauttinn Giuh 
“Modernization of 
Equipment and Methods 
for Improved Service” 


GARRISON BABCOCK 
1104 Third Avenue, Seattle, Washington 


Engineer 














CABLE LUBRICANTS — 








Albany Underground Cable Lubricant 
adopted by Bell System for pulling lead 
sheathed cable. Write for particulars. 


Adam Cook’s Sons., Inc., Linden, N. J. 











POLES 





B. J. Carney & Co., 100 N. 7th St., 
Minneapolis, Minn.—Western red cedar 
poles. Pentrex Butt Treated or Plain. 








Cc. Christiansen Co., Phelps, Wis.— 
subeae White Cedar Poles, plain or 
butt treated. Quotations on request. 








international Creosoting and Construc- 
tion Co., Galveston, Texas.—Creosoted 
Southern Yellow Pine Poles. Plants: 
Beaumont and Texarkana, Texas. 








MacGillis & Gibbs Company, Milwau- 
kee, Wis.—Northern White and Western 
Red Cedar Poles. Plain or butt-treated. 
Immediate quotations on request. 








T. M. Partridge Lumber Co., Minne- 
apolls, Minn.—Northern White—Western 
Red Cedar Poles. Plain or butt-treated. 








Valentine Clark Corporation, 2516 Dos- 
well Ave., St. Paul, inn.—Finishd 
Cedar Poles. Plain or butt-treated. 











MAY II, 1940 


Co. authorized to purchase the prop- 
erty of the Lake Fremont Rural Tele- 
phone Co. and, upon completion of the 
rehabilitation of the plant, to put into 
effect its rates and charges for rural 
service. 


Missouri Public Service Commission 

May 1: Joint application filed by 
Missouri Union Telephone Co. request- 
ing authority to sell and Lyle E. Cross 
and Agnes N. Cross authority to pur- 
chase the exchanges at Dixon and 
Crocker, and for authority for Lyle E. 
Cross and Agnes N. Cross to execute 
and deliver mortgage notes on the 
property. 


Nebraska State Railway Commission 

April 30: Hearing on application of 
the Lincoln Telephone & Telegraph Co. 
for authority, upon notice, to imme- 
diately disconnect any telephone being 
used to interfere with service to other 
subscribers and not as a means of com- 
munication. 

April 30: The Oakdale Telephone 
Co. permitted to suspend for the year 
1940, the rule authorizing collection 
of installation charges. 

April 30: Permission was given the 
Public Telephone Co. of Blair, to dis- 
continue collection of a connection 
charge between April 24 to May 31 at 
its exchanges in Page, Ewing, Oconto, 
Stapleton, Calloway and Arnold. 


Ohio Public Utilities Commission 


April 30: The Ohio Central Tele- 
phone Corp. and the Licking County 
Rural Electrification filed a joint plead- 
ing setting forth that the latter has 
built on township road No. 39 in Harri- 
son township, Licking county, a circuit 
alongside of the telephone company’s 
line in conflict and in violation of com- 
mission order No. 72. The petition 
states that the power circuit is a haz- 
ard to the public and interferes with 
the property and facilities of the tele- 
phone company, and requests an inter- 
pretation of the construction. 

May 1: Upon representation that no 
subscriber is now using such service 
the Ohio Central Telephone Corp. au- 
thorized to cancel schedules for mag- 
neto service in its Big Prairie and 
Shreve exchanges. 

May 1: The commission approved the 
rate refunds made by the Warren Tele- 
phone Co. including those to unlocat- 
able subscribers, to the city treasurers 
of Warren, Newton Falls and to the 
county treasurer of Trumbull county. 
In this approval the commission or- 
dered that the company and its sureties 
be released from all further liability. 

May 3: The commission adopted an 
entry dismissing the complaint of At- 
torney E. S. Morrissey of Cincinnati 
which requested the suspension of the 
unexercised authority granted the Cin- 
cinnati & Suburban Bell Telephone Co. 
to issue and sell 149,624 shares of 
common stock. Following dismissal of 
the complaint the Cincinnati Bell ap- 
plied for, and received, a supplement- 
ing order which authorized the issue 
and sale of the stock at not less than 
par. 

The company also filed motion to 
dismiss the application of Mr. Morris- 
sey for a commission investigation of 
the company’s property and rates in 
Cincinnati. 

May 6: Hearing on application of 
Northern Ohio Telephone Co. for au- 








THE AMERICAN APPRAISAL 
COMPANY 


Appraisals @ Continuous Property 
Records @ Original Cost, Depreci- 
ation, and Rate Studies 


CHICAGO @ MILWAUKEE @ NEW YORK 








Telephone Directory 


ADVERTISING 


Write or telephone for proposition 


LM. BERRY & CO. 


Coll L.D, 16, Telephone Bidg., Dayton, O 








Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 
35 East Wacker Drive CHICAGO 








ACCOUNTING 
HERDRICH and BOGGS 


Certified Public Accountants 
803 Electric Building 
INDIANAPOLIS, IND. 








SLOAN & COOK 
CONSULTING ENGINEERS 
120 "conn bery STREET 


Appraisale—Original Cost Studies 
Depreciation, Financial, and Other 
Investigations 











DISTILLED WATER 


Is necessary for perfect tele- 

phone service made for 2 cents 

a gallon by 

PEERLESS STILLS 

Used by State and Government 
Your Inquiries Welcomed 


SPARTA Manufacturing Co. 


SOUTH BEND, IND. 


STURGIS 


OPERATOR CHAIRS 














WRITE FOR PARTICULARS 


STROMBERG -CARLSON- TELEPHONE MFG. CO 


ROCHESTER, N. Y 








J. W. WOPAT 


Consulting Engineer 


Telephone Engineering 
——- — ee 


Aposeh sals—Financial 
te Investigations 


1510 Linceln Bank Tewer Fort Wayne, Indiana 








J.G. WRAY & CO. 


Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financia) Investigations, Organization, 
and Operation of Telephone Companies 


3324 Bankers Bldg., Chicago 
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_ a * me, . 
Classified Seetion 
Rates 10 cents per word payable in advance. 
Minimum charge $2.00 for 20 words or less. 








RECONSTRUCTED EQUIPMENT 


Western Elec. No, 1200 floor type 60 line 

capacity magneto Swbd. equipped with 

50 Bulls-eye line drops and jacks & 5 

single supervision double ringing cord 

Ckts. with Trans. Batt. Cut-off (wired 

for 15 CkKts.) complete with Suspended 

Type Trans, Head Band Rec. Night Bell, 

Hand Gen. etc. and 10 feet line cable @ $150.00 
Kellogg 50 line capacity floor type mag 

neto Swbd. equipped with 50 Bdg. self 

restoring line drops and jacks. 10 Double 

ringing single supervision cord Ckts 

complete with Suspended type Trans 

Opr. Head Band Rec. Hand Gen. night 

Bell etc Complete and 10 feet line 

cable @ . $175.00 
Western Elec. No, 20 desk stand with No 

240 external post connection 3-bar 1000- 

1600 or 2500 ohm ringer signal set @ 8.50 
Kellogg Latest Pony type No. 2800 4-bar 

1000-1600 or 2500 ohm ringer compacts 


@ $9.25, lots of 10 @ 8.75 
Western Elec. No. 46 Central Batt, Ind. 
Coils @ 50c No, 20 @ 35 


Am. Elec. No. 696 Pony type 4-bar 1000- 
1600 or 2500 ohm ringer inside connec- 
tion compacts with Kellogg Trans & 
Rec. & Short Arm @ $7.00. Lots of 10 
1 6.50 

REBUILT ELECTRIC EQUIPMENT CO. 

1934 West 21st St. 
Chicago, TM. 








WANTED TO BUY 


WANTED TO BUY: Telephone plant 
in the Middle West, 500 stations or 
more. Will consider several exchanges if 
grouped. Write No. 8909, care of TELEPH 
ONY 











TELEPHONY ADVERTISERS 
will give you service 
which will be pleasing 

















New StylePocket Detecto-Meters 


Voltage .0 to 1.5. 
Resistance .0 to 10,000 ohma. 
With zere adjust. 


7 STEWART 
10 BROS. 


Ottawa, Ill. 




















POSITIONS WANTED 


POSITION WANTED: 


Telephone 


man age 31 with 14 years’ experience 
Plant, Trattiic, Commercial. Now em 
ploved in executive position with large 


Will go anywhere 


Address No. 8934, 


Independent company 
Excellent references 
care of TELEPHONY 


POSITION WANTED: 24 years’ ex- 
perience in common battery, magneto and 
cable work. Will go any place if work is 
permanent \. M. Gilhousen, Hutchinson, 
Minnesota 


POSITION WANTED: Twelve years’ 
Bell experience, cable splicer, lineman, re 
pairman, plant engineer; magneto, com 
mon battery, dial. Four years’ business 
experience. Write No. 8921, care of 
TELEPHONY 


POSITION WANTED: Engineer 39 
years old, fifteen vears’ experience tele- 
phone factories, operating companies 
(Germany, Italy). Willing to start any- 
where, any capacity, modest salary. Ad 
dress No. 8922, care of TELEPHONY 





RECONDITIONED 





MAGNETO TELEPHONES 


WALL TELEPHONES 
Western Electric Co. 1317 type 1000-1600-2500 ohm 
Kellogg 2800 type 1000-1600-2500 ohm 


DESK SET BOXES 
Western Elec. Co. 315 type 1000-1600-2500 ohm 
Kellogg 2300 type 1000-1600-2500 ohm 


WITH 


Kellogg No. 118 desk stands — W. E. Co. 1020-AL desk stands 


OR 
New Leich hand sets 
Specify size generator wanted 


Write for prices. 


BUCKEYE TELEPHONE and SUPPLY COMPANY 


COLUMBUS, 


OHIO 
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thority to issue, under new charter 
authority, 142,000 shares of new $10 
par value common stock for its present 
outstanding 14,200 shares of $100 par 
value common stock; also to issue 
$876,350 of 5 per cent preferred stock 
which with $2.50 per share cash is to 
be offered to the holders of a like num- 
ber of 7 per cent outstanding preferred 
stock, the unexchanged shares to be 
sold at $102.50 per share and with the 
necessary cash from surplus to be used 
to redeem any outstanding, unconvert- 
ed shares. 


Oklahoma Corporation Commission 


May 21: Hearing on application of 
the Oklahoma Telephone Co. for 
authority to increase exchange rates 
in Fairfax. 


Wisconsin Public Service Commission 


April 24: Danbury Telephone Co. 
authorized to purchase the Badger 
Telephone Co., Webster, for $7,000. 

April 24: The commission denied 
the Dodge County Telephone Co. per- 
mission to extend its lines to serve one 
farm resident in Lowell, Dodge county, 
now served by the Wisconsin Tele- 
phone Co. 

April 25: Hearing in Milwaukee on 
complaint of B. Armstrong and others 
against the Wisconsin Telephone Co. 
The complaint states that rates in 
Greendale are exhorbitant and out of 
proportion with existing rates in other 
communities of similar size. 

April 30: Authority to issue $5,000,- 
000 of common stock granted the Wis- 
consin Telephone Co. Funds secured 
through the sale of the stock will either 
be used to retire $4,947,000 par value 
7 per cent cumulative preferred stock 
now outstanding, reimburse the com- 
pany’s treasury for monies used for 
this purpose, or for additions and ex- 
tensions made to plant. 

April 30: Gilmanton-Dovers Farmers 
Telephone Co. authorized to issue $5,- 
000 principal amount of 4 per cent 
mortgage notes. Funds secured will 
be used to metallicize lines which 
have been paralleled by the Buffalo 
County Rural Electric Cooperative. 

April 30: Poplar Rural Telephone 
Co. authorized to dissolve and Poplar 
Telephone Co. authorized to operate 
as a public utility in Poplar, Amnicon, 
Lakeside and Cloverland. 

May 3: Commonwealth Telephone 
Co. authorized to purchase the prop- 
erty of Johnstown Line, near Dodge- 
ville, Iowa county, for about $240. 

The Johnstown Line is a mutual 
association of 10 members. The Com- 
monwealth company will apply its rural 
rates of $2 a month and payment of 
the property will be made by giving 
each subscriber 12 months’ free ser- 
vice, the commission said. 

May 7: Hearing in Madison on appli- 
cation of La Crosse Telephone Corp. 
for approval of issuance of $740,000 
principal amount of first-mortgage, 
sinking-fund bonds. 

May 17: Hearing in Madison on 
joint application of Commonwealth 
Telephone Co. for authority to pur- 
chase and the Edmund Telephone Co. 
for authority to sell its properties in 
Dodgeville, Linden, and Eden, Iowa 
county. The Commonwealth company 
proposes to pay $30 to each of the 16 
members of the Edmund company and 
these members will agree to take serv- 
ice from the Commonwealth company 
for at least 15 months. 


TELEPHONY 
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INDEX 


Page 


American Appraisal Co., The. 
American Automatic Electric 
Sales Company 
American Creosoting Co. . 
American Fork & Hoe Co., The 
American Steel & Wire 
Company se ein 
American Telephone & 
Telegraph Company 
Anaconda Wire & Cable Co. 
Armstrong Cork Co. 
Automatic Electric Co.. 
Automatic Telephone & 
Electric Co., Ltd. 


Babcock Garrison 

Bartlett Mfg. Co.. 

Berry & Co., L. M... 

Brach Mfg. Co., L. 8S. ‘ne 

British Insulated Cables, Ltd. 

Buckeye Telephone & Supply 
Co. i : . 

Burgess Battery Co. 


Calculagraph Company 
Carney & Co., B. J.. 
Chance Company 
Christiansen Co., C. M. 
Churchill Cabinet Co. 
Coffey System & Audit Co.. 
Coffing Hoist Co.. 
Columbia Steel Co.. 
Cook Electric Co. ; 
Cook's Sons, Inc., Adam 
Cope, Inc., T. J.. 
Copperweld Steel Co. 
Cuneo Press, Inc., The 


Davey Tree Expert Co.. 
Donnelley & Sons, R. R. 


Electric Products Co., The... 
Electric Storage Battery Co. 
Everstick Anchor Co. 


Fansteel Metallurgical Corp.. 
Fibre Conduit Co. aa 
Forged Steel Products Co. 
Fort Wayne Printing Co. 
Fowle, Frank F.. 


General Cable Corp. 

General Electric Co.. 

Goshen Mfg. Co., The.. 

Gould Storage Battery Co. 
Graybar Electric Co...... . 
Gray Manufacturing Co., The 


Hammond Drierite Co., W. A. 
Harter Corporation, The... 
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Herdrich & Boggs.... . 3 
Highway Trailer Co. “ie 
Holtzer-Cabot Electric Co... 
Indiana Steel & Wire Co.. 30 
International Creosoting & 
Construction Co. candacend ae 
International Harvester Co.. 
Joslyn Mfg. & Supply Co.. 
Kearney Corp., James R...... 29 
Kellogg Switchboard & Supply 
i aheenes PE ee 4-5-6-7 


Kennecott Wire & Cable Co. 
(subsidiary of Kennecott 
Copper Corp.) 


Page 


Kester Solder Corp. 
Klein & Sons, Mathias 


Leich Sales Corporation 
Lenz Electric Mfg. Co... 

Line Material Co.... 

Loomis Advertising Co. 
Lorain Products Corporation 


MacGillis & Gibbs Co. 
Matthews Corp., W. N. 
Michigan Pole & Tie Co... 


National Carbon Co., Inc. 

National Construction & 
Engineering Co. . : ; 

National Telephone Supply 


Co. - 7-8 


North Electric Mfg. Co., The. ; 


Owens-Illinois Glass Co., 
Hemingray Division 7 


Paine Company . 
Paragon Electric Co.. 
Partridge Lumber Co. 
Philco (Battery Division). 


Phillips Electric Works, Inc.. 2 


Porcelain Products, Inc. 

Porter, Inc.. BH. &...... 

Premax Sales Division, 
Chisholm Ryder Co., Inc. 


Raytheon Mfg. Co.. 
Ray-O-Vac Company ; 
Rebuilt Electric Equipment 
Co. carkngs eer ee 
Reliable Electric Co. 
Remington Rand, Inc... - 
Roebling’s Sons Co., John A.. 


Schauer Machine Co... 
Seymour Smith & Sons, Inc. 
Shallcross Mfg. Co.. 
Sloan & Cook..... ss Ne 
Sparta Manufacturing Co.. 
Stewart Brothers ........ 
Stromberg-Carlson Telephone 
ES ..coccdconnceneuaes 15 
Sturgis Posture Chair Co. 
Suttle Equipment Co. 
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Union Carbide & Carbon Corp. 
United States Steel Corp. 
Utica Drop Forge & Tool 
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Question: How many turns around 
the earth would it take to equal 
the length of wire that’s been made 
by Whitney-Blake? 














Answer: Over the past 40 years, 
W hitney-Blake has made enough telephone, telegraph 
and other communication wire to circle the earth 
more than 108 times. 


Question: What’s the annual U. S. demand for drop 
and inside wire for replacement alone? 


Answer: Approximately 125,000,000 paired feet — a 
major source of savings if replacements can be cut by 
longer-lasting wire. 


Question: What’s the right basis for figuring costs on 
telephone wire? 


Answer: More and more telephone companies say: 
“We figure costs by the year—not by the foot ... that’s 
why we know it pays to specify Whitney-Blake.” Wire 
cost plus installation cost, divided by the years of serv- 
ice, gives the real measure of an economical purchase. 


4 Question: It’s been estimated that 1/2 of all drop wire 


failures have a single cause ... what is it? 


Answer: Abrasion is considered the cause of 1/2 of the 
drop wire failures. That’s why W-B applies to drop 
wire a 50% heavier cotton braid and so weatherproofs 
it with extra saturant that its resistance to abrasion 
is substantially increased. 


Question: What 3 special tests applied to W-B tele- 
phone wire help assure its reputation for maximum 
life? 


Answer: The Ground Test: Every foot of W-B wire 
is tested for insulation resistance at various stages dur- 
ing manufacture ...The Tank Test: Completed wire 
is immersed in water for 12 hours, then tested at 1500 
volts .. Ageing and Compression Test: A special oxy- 
gen bomb treatment crowds 2 years normal weather- 
ing into 48 hours. Subsequent tests of compressive 
strength of insulation indicate useful life. 


GRAYBAR ELECTRIC COMPANY 


Executive Offices—Graybar Bidg., N.Y. 
Branches in 82 principal cities 
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@ tne success of North 
'All-Relay'' Dial Automatic 








Equipment lies in its three simple 

fundamentals: 

: A Simplicity of design and 
operation. 

B_ Ease of installation. 


C Freedom from maintenance. 


THE NORTH ELECTRIC MFG. COMPANY 
GALION, OHIO... . . . . . USA 


ORIGINATORS OF 
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